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@ Straight Shooting 
Brings Success with 
Gun and with 


Big Flour 


evened knew Guy V. Dering as a “straight 

shooter”. He was “straight” among his friends, 
among the customers of his successful flour and feed busi- 
ness at Columbus, Wis., and among all expert trapshooters 
who for many years ranked him as their No. 1 man in the 
United States. Straight shooting brought Mr. Dering 
fame, friends and a modest fortune — and it led him to 
select Big Jo as the flour to recommend to his customers. 
The Wabasha Roller Mill Co. is consequently proud of 
its long association with the Dering interests at Columbus 
— started when Guy Dering was operating the business 
and continuing to the present with E. F. Martin and 
T. W. Black carrying on the traditions of the founder in 
their management of the Dering Feed Co. 


Big Jo F lour has been sold in Columbus, and by the 
Dering feed store, for more than a quarter century. Proof, 


again, that Big Jo really is “Best in the World”. 


 WABASHA ROLLER MILL Co. 
WABASHA, MINNESOTA * U.S.A. 
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Bread is the best and cheapest 
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We 
wish you 


A Bery Merry Christmas 
and a Happy and 
Prosperous 
New 


ELMER PAETOW * CLARENCE MOLL 


'FEED-GRAIN 
SCREENINGS 
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COAST TO COAST 
GRAIN SERVICE 


INCORPORATED 
Headquarters —MINNEAPOLIS, MINN. 


761 Chamber of Commerce 


Country Offices 


Fairmont, Minn. Crystal, N. Dak. 
Marshall, Minn. Sioux Falls, S. Dak. 
Williston, N. Dak. Lincoln, Neb. 


Terminal Offices 


Buffalo Kansas City 
Albany St. Louis 
Chicago New York Portland 
Green Bay Boston Spokane 
Cedar Rapids Omaha Seattle 

Toledo Memphis San Francisco 


Winnepeg, Man. Montreal, Que. 


Duluth 
Milwaukee 


Cargill, Incorporated, Seed Division 
Box 54, Minneapolis. 


Merry Christmas to You! 


Now! A Demountable Spiral 
Screw Conveyor Coupling Togeth- 
er With Bronze Bushed Welded 
Steel Hanger. 


WRITE TO 


L. BURMEISTER CO. 


3225 W. Burnham St. @ Milwaukee, Wis. 


Make no mistake 


about 
this! 


SOYBEAN OIL MEAL 


100 LBS. NE NET 


THE GL GLIDDEN CO. 
SOYA PRODUCTS DIVISION 
CHICAGO, ILLINOIS 
INGREDIENTS 


SOYBEAN OIL MEAL Contains the rich 


vitamin content 
that is present in 
fullymatured soy- 

beans. 


THE GLIDDEN COMPANY 


SOYA PRODUCTS DIVISION 


5165-7 W. MOFFAT STREET 
CHICAGO 
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ONE OF THE 
REAL BUYS 


on today’s feed market is Heavy Sweetened 
Buffalo. This palatable, all-corn concentrate 
contains 12% of 
Dextrose, the food 
energy sugar, and 
carries twice as 
much protein as 
corn meal or hom- 
iny. As a basic part 
of your registered 
rations, or for batch 
mixing of farmers’ 
formulas — Heavy 
Sweetened Buffalo 
20% Protein Guaranteed d 
tive ingredient which you cannot afford to 
overlook. In straight—or in cars with 
Standard Buffalo Corn Gluten Feed and 
Diamond Corn Gluten Meal. 


Corn Products Sales G. 


NEW YORK and CHICAGO 


HEAVY Billo Com Sweetened 


Gluten 


100 POUNDS NET 
HEAVY 


CORN 


SWEETENED 
CORN PRODUCTS REFINING CO. 
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BUSINESS 
FOR YOU 


Winter Eggs are commanding good prices. Poultrymen are anticipating greater 
; poultry profits. This is your opportunity to supply them with an Egg Mash made 
i The Hubbard Sunshine Way. 


PROFITS for THE FEEDER » » » PROFITS for YOU! 


It’s performance that counts with the feeder. You'll find them back 
for more and they’ll bring their neighbors with them. Feeds and 
Mashes made with 


HUBBARD’S SUNSHINE CONCENTRATE 
have established outstanding records in the profitable feeding of all 
livestock and poultry. Hundreds of dealers have built a better, more 


profitable business with feeds and mashes made the Hubbard Sun- 
shine Way. You can do the same! 


The original all- We furnish complete formulas, feeding instructions, dealers’ helps, 
purpose supplement advertising material, etc. Write today for complete information. 


HUBBARD MILLING COMPANY 
MANKATO Dept. F-12 MINNESOTA 
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DAVID K. STEENBERGH, Managing Editor 
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Friendly Relations With Customers 
Make Bill Collections Easier 


@ Smith’s Visits to Farms Provide Check on Credit 


NY farmer who visits Smith’s feed 
A store owned and operated by R. G. 
Smith, Fitchburg, Mass., can buy 
anything he wishes pertaining to the farm. 
If Mr. Smith does not carry it in stock 
or does not ordinarily sell it, he will get 
it for the customer. This service which 
he gladly renders is in a large measure 
responsible for his success during the 27 
years he has been in business. 

Smith’s store is located on a main 
street near the center of the city but far 
enough back from the sidewalk so there is 
ample parking space on private property. 
He stocks feed, fertilizers, hay, grain, 
seed, poultry supplies, cement, paint, 
builders supplies, small hardware used 
on the farm, remedies for farm animals, 
roofing, etc. He sells some machinery 
and appliances used on the farm but does 
not stock them. He buys them as the 
farmers order them. Most of the business 
is done with dairy and poultry farmers. 

Son Calls on Farmers 

Until recently there has been no one 
calling on the farmers. This year, how- 
ever, Mr. Smith’s son has been going 
among them both for the purpose of 
securing more business and also to speed 
up collections. The experiment is proving 
worth while. 

‘The stock now carried by this concern 
is that which 27 years in the business have 
demonstrated is needed to render the best 
service to the customers. The building 
itself is attractive with a wide platform 
extending across the front at about the 
floor level of a truck and there is a large 
sign over the platform roof. This sign 
is easily seen from the street. 

There is a garage and automobile sales 
room next to the building and usually a 
good many cars are parked there. It is not 
easy to tell which cars have come to the 
feed store and which to the garage. This 
gives the appearance of a great rush of 
business and when a farmer comes into 
town to look at a truck or a car, he is 
right handy to the grain store. So the 
location of the service station and automo- 
bile display room next door certainly 
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does the feed business no harm. 

The personality of Mr. Smith is a big 
factor in his success. He is always on the 
job. His customers know they can find 
him at his place of business. Obviously, 
after being in business for a generation, 
he knows them all. He is a friendly man. 
His customers are made to feel he is glad 
to see them. If they want to sit down 
in his office and talk with him, he is glad 
to have them. He is never too busy to give 
them this time. He will listen to their 
troubles, to their problems. He is glad 
to give them any advice which he can. 

Perhaps an indication of the impression 
he makes is the fact that after a person 
has had one talk with him, he is tempted 
to go back and talk with him again. Such 
an atmosphere and such a personality 
cannot help but attract customers as well 
as holding the old ones. Those who come 
in to buy something or just for a little 
chat cannot help feeling more cheerful 
when they go away. 

This friendly relation which has been 
established between Mr. Smith and his 
customers seems to have made it easy 
to maintain collections. Though some- 
what more care has to be exercised now 
than formerly, Mr. Smith does not com- 
plain about unpaid accounts. It would 
appear that many customers will pay 
him first because they feel he is really a 
friend and it is only natural to strive to 
keep one’s credit good with a friend. 

It is his belief that if you please your 
customers, they will not only continue to 
buy from you but they will say so many 
good things about you that others will 
come to buy as well. His experience cer- 
tainly indicates that in his case the idea 
has worked. 

Checks Credit Closely 

As Mr. Smith’s son visits the farmers, 
he too becomes better and better ac- 
quainted with them. Since the depression, 
men who have lost their jobs have had 
visions of making their fortunes by start- 
ing poultry farms. Many of them fail. 
A few really do succeed in hanging on and 
making money. About the only way to 


get a good line on these men is to visit 
their farms because some of them turn 
out to be mighty good customers. In the 
case of others business cannot be done 
with them at a profit unless they pay 
cash for everything they buy. 

One of the jobs of the younger Smith 
is to get an idea of what can be expected 
of these men who have become farmers. 
He is also able to watch those farmers 
who have become discouraged and are 
neglecting their farms. In such cases 
credit must be checked closely. Without 
first hand information gained by visiting 
the farm, perhaps the bill would be al- 
lowed to become so large it never could 
be collected. At any rate collections have 
improved since the son has been making 
regular calls. 

This double contact with the customers 
gives added strength to the firm. The son 
helps to send the farmers to the store 
and the father makes such friends of them 
that they want to continue to trade there. 
The son obtains first hand information 
at the farms and the father can act on 
this in any manner he sees fit in regard 
to increasing or decreasing the credit ex- 
tended. Even this is done in a friendly 
manner. 

It is to maintain the friendly relations 
that Mr. Smith does not try to sell a 
customer anything that is different from 
what he originally wants. He believes that 
if he persuades a customer to take some- 
thing else, that customer is not going 
to be satisfied until he tries what he has in 
mind. He will go somewhere else to buy it 
and it is just possible that he will continue 
to trade at the other store. 


@WESTOVER MILLS, Westover, Md., 
is increasing its storage capacity by build- 
ing an addition to its warehouse. The 
firm is owned by the Ritzell brothers. 


@ AUGUST F. PRANGE, Prange Mill- 
ing Co., New Douglas, Ill., died in a 
hospital November 8 after an illness of 
one week. He was 73 years old and had 
operated his business since 1882. 
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Bingo Contest 


Bingo is a popular indoor game in a 
Wisconsin’s dealers town and so he de- 
cided to capitalize on it as an advertising 
stunt. He purchased several hundred 
cards and let the customers select them 
from a bushel basket on the counter. 
Each week he ran a letter and a number 
in his advertisement in the local paper. 
The first person to complete a row of 
numbers corresponding to those in the 
ads, running vertically, horizontally or 
diagonally on the card received a sack of 
flour and other merchandise prizes from 
the store. The folks had a lot of fun, 
read the dealer’s ads closely and increased 
their purchases from his store. 


his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Christmas Bags 


Country children in a Pennsylvania 
district practically dragged their parents 
into a feed dealer’s store as the result 
of a Christmas stunt he tried last year. 
He had his bag company make up several 
hundred miniature sacks with a duplicate 
of his trade mark, filled them with 


Name 


Send free details on how I can make from $400 to 
$1,000 extra profits this winter on Sargent Mineral 
Meat Meal. No obligation. 


Dealers Are 
‘‘Going To Town’’ 


With This Big Money-Maker Hog Feed 


SARGENT 


MINERAL MEAT MEAL 


Sales running double and triple last 
season’s—Make 4 times the profit of tank- 
age—Cash in on the corn shortage NOW! 


ERE is your answer to high corn prices—a combination 
mineral and protein feed that supplies both elements 
complete in one bag. One pound saves 10 pounds of corn 

—one bag feeds as far as two bags of tankage. Yet, Mineral 
Meat Meal costs the farmer no more than tankage and only 
half the price of ordinary minerals. And you make 4 times 
your regular tankage profits! 

Feed dealers are absolutely CLEANING UP on this bigger- 
pay, no-competition, corn-ration balancer. Over 1,000 mid- 
western dealers report such sales and profits as they haven’t 
had on any ordinary mineral in years. 
Get in NOW! Write today for free de- 
tails showing the extra profits YOU 
can make in the big season just ahead. 


SARGENT & CO., DES MOINES, lowa 


40 Years of Quality Feeds 


MAIL COUPON NOW 


SARGENT & COMPANY, 
Des Moines, Iowa 


molasses candy and gave them away to 
the kiddies. He had just inaugurated the 
idea of putting molasses into his feeds so 
the plan tied up nicely with his product. 
Many new customers were won for the 
store as the result of the children’s per- 
sistence in getting their parents to pur- 
chase there. 


Sets a Quota 


An Illinois feed dealer believes that 
every man who owns a business should 
really operate as if he were working for 
an invisible boss. He sets a quota for 
himself on the amount of feed he thinks 
he should be able to sell each month and 
usually makes it. The idea, he explains, 
keeps him on his toes and gives him a 
mark to shoot at. The help also gets 
the spirit and does everything possible to 
assist him attaining his goal. His quota 
also includes the winning of at least one 
new customer each month. 


Christmas Trees 


Last winter a Minnesota feed dealer 
had a carload of Christmas trees shipped 
to him and placed them on a vacant lot 
near his store. He sold the trees to the 
city folks and gave one free to every 
farmer who bought a ton or more of 
feed from him. In his window he trimmed 
one of the trees, placed several sacks of 
feed under it and announced the free 
offer. The farmers appreciated this serv- 
ice and many additional sales were made 
during the month of December as a 
result. 


Empty Safe 


A feed dealer in New Jersey purchased 
a second hand safe for his office but 
before he put it into service centered a 
window display around it. He opened the 
door of the safe and papers were strewn 
around it to give it the appearance of 
having been pilfered. On the top of the 
safe he placed a large placard with a 
message reading, “Cheap Feeds Rob You 
of Profits. Play ‘Safe’ and Use Blank 
Poultry Mashes”. The idea aroused 
curiosity among the passersby and drove 
home the point of quality in an impres- 
sive manner. 


UNDER ONE NAME 


The business of the Cargill Elevator 
Co.; Cargill Elevators, Inc.; Cargill Grain 
Co.; Cargill Sales Co.; Cargill Warehouse 
Co., and the Itasca Corp. is now being 
operated under one name, Cargill, Inc. 
Headquarters of the firm are at Minne- 
apolis, Minn. and officers are John H. 
MacMillan, chairman of the board; John 
H. MacMillan, Jr., president, and Cargill 
MacMillan, vice president and secretary. 
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More Cash Seen for Dairy Farmers 


Poultry to Hold Even Keel 


© Prospects for 1937 Analyzed by Agricultural Bureau 


EED dealers may look forward to a 

good dairy season during 1937; the 

poultry business will probably remain 
about the same; there will be more hogs 
raised on farms and the number of beef 
and milk cows is expected to show an 
increase. 

This, briefly summarized, is the fore- 
cast of the bureau of agricultural eco- 
nomics, United States department of ag- 
riculture, for 1937. In analyzing the out- 
look for the dairy industry the bureau 
predicts an increased consumer demand 
for dairy products and a rise in prices of 
milk for the farmer. 

“The increase in the purchasing power 
of consumers and prospects that it will 
continue through 1937 and beyond,” it 
reports “is an important factor in im- 
proving the dairy outlook. The decline in 
consumption of fluid milk and cream and 
ice cream which occurred during the de- 
pression has been halted and consump- 
tion is now increasing. 

Bigger Milk Checks Seen 

“The outlook for the next several years 
is for further increases in the consump- 
tion of fluid milk and cream and ice 
cream. The outlook for the next few 
years is also for some rise in butter 
prices in relation to prices of other com- 
modities, including commodities which the 
farmers buy. This will strengthen fluid 
milk prices in city markets. Prices of 
milk cows will probably increase during 
the next two years and are likely to aver- 
age rather high for four or five years. 

“For the coming winter dairymen are 
faced with the general shortage of feeds 
resulting from the 1936 drought and with 
prospects that prices of milk and butter- 
fat will average low in relation to feeds 
and to prices of other classes of livestock. 
If harvests are more nearly average in 
1937, prices of feeds will probably decline 
in relation to dairy products.” 

In discussing the situation by regions 
the bureau explains that the improvement 
in business is increasing the consumption 
of fluid milk in the Northeast and that 
average prices received by the farmer in 
this section will be higher than in 1936. 

For the Middle West it is predicted 
that there will be a somewhat enlarged 
dairy enterprise in 1937 and that the 
present unfavorable ratio between dairy 
prices and feed prices and the present 
relatively small number of milk cows will 
all work toward the prevention of exces- 
sive production of dairy products in this 
region and comparatively strong prices 
for the farmers. 

Because of the present low egg prices 
as compared to feed costs, the bureau be- 
lieves that poultrymen will have little 
incentive to increase the size of their 
flocks. 
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“Farm flock producers in the North 
Central states,” it was explained, “seem 
inclined to avoid if possible further re- 
duction in the number of layers despite 
a feed shortage. Producers in the East 
appear disposed to increase their flocks 
somewhat in order to take advantage 
of the expected improvement in egg 
prices resulting from the shortage of egg 
production in the Central States.” 

Egg production on November 1, 1936, 
averaged 18 eggs per 100 layers, com- 
pared with the record high November 
figure of 19.5 eggs last year and a 5-year 
average of 17.6 eggs. 

The number of hens and pullets in 
farm flocks on November 1 was about 3 
per cent over the number a year ago. 
There are about 5 per cent fewer hens 
than average now on hand. The small 
decrease in numbers in the Central States 
marks the sixth year of declining num- 
bers in that important egg producing 
region. 

Cattle to Show Increase 

A general upward trend in cattle pro- 
duction is forecast. Although cattle num- 
bers at the beginning of 1937 are expected 
to be smaller than a year earlier, the 
bureau explains they will, because of 
liquidation resulting from the 1936 
drought, be large enough to furnish an 
inspected slaughter of cattle and calves 


A. W. Strong, Equipment 
Leader, Is Dead 


A leading figure was lost to the ele- 
vator equipment industry with the death 
of Albert W. Strong, president of the 
Strong-Scott Mfg. Co., Minneapolis, who 
passed away November 25 following an 
operation. He was 64 years old. 

Mr. Strong was born in Fond du Lac, 
Wis. and moved to Minneapolis with his 
parents when a boy. He was one of the 
organizers of the old Strong & Northway 
Mfg. Co., predecessor of the present 
Strong-Scott Mfg. Co. and was for many 
years active in Minneapolis civic affairs. 
He was a charter member of the Civic & 
Commerce association and a past presi- 
dent of the Citizens Alliance, and during 
the recent depression represented the 
manufacturers of Minneapolis at a con- 
ference in Washington to formulate trade 
practices and agreements. 

Funeral services were held November 
28 with employees of the Strong-Scott 
Mfg. Co. as active pall bearers and with 
men in all lines of business and profes- 
sions as honorary pall bearers. Surviving 
him are two sons, Lucian and A. W. 
Strong, Jr., associated with the company 
and his widow and two daughters. 


larger than the ten-year average from 
1924 to 1933 with no reduction in num- 
bers. The general trend in numbers is 
likely to be upward during the next few 
years, providing that range and pasture 
conditions in 1937 are fairly favorable 
in the areas most severely affected by 
the 1936 drought. Cattle raisers in these 
areas will have a strong tendency to re- 
stock and to increase their herds. 

Further improvement, it was added, is 
expected in consumer demand for beef 
and veal as a result of the increasing 
buying power of consumers and the re- 
duced supplies of pork. In view of the 
smaller supplies of grain-fed cattle in 
late 1936 and early 1937 and the further 
improvement in consumer demand in 
prospect, prices of cattle are expected 
to rise to higher levels. 

Predict Increase in Hogs 

The bureau, in forecasting on the hog 
situation, predicts that the pigs for 
slaughter in the present marketing year 
will be from 10 to 15 per cent larger 
than in the two preceding years but will 
probably be about 20 per cent less than 
the five years prior to 1934 and 1935. 

“Further improvement in consumer 
demand for pork in this country,” the 
bureau predicts, “is in prospect.” A rela- 
tively strong storage demand for hog 
products during the coming winter is to 
be expected in view of the small supply 
of hogs likely to be available for slaughter 
next summer. The yearly average of hog 
prices will probably be about the same 
during 1936-37 as during 1935-36 but 
seasonal changes in prices are expected 
to be somewhat different. The expansion 
in hog production which started in the 
fall of 1935, following the sharp down- 
ward trend of the two preceding years 
was checked this fall by the feed shortage 
resulting from the 1936 drought. If pros- 
pects for a corn crop are favorable next 
summer, a sharp increase in breeding for 
the fall pig crop of 1937 is to be expected 
and will be reflected in increased slaughter 
supplies of hogs by the spring of 1938.” 

A large surplus of wheat and lower 
prices in 1937 were also forecast by the 
bureau. Present hay acreage, it is added, 
is sufficient to produce an ample crop in 
1937, providing normal weather conditions 
prevail. 


+ 


e ED KELVEN, Westbrook, Minn., and 
Thomas Masterson, Walnut Grove, Minn., 
have purchased the elevator formerly op- 
erated by the Farmers Elevator Co., 
Dovray, Minn. 
*x* * * 

e WARD MORTON, Blooming Prairie, 
Minn., has built a three-story addition to 
his feed mill. 
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7 SORRY, FRED-BUT IM GOING 
TO GIVE MY BUSINESS TO 


SOMEONE ELSE 


® your FEEDS HAVEN'T 

“PROFIT- PRODUCTION” 

LEVELS OF VITAMIN Df 
WHY JIM, I'VE BEEN 


USING COD LIVER OIL- 
AND LOTS OF IT! 


1 KNOW IT'S TRUE ~ 
STRAIGHT OILS MAY VARY 
UP TO 800% IN VITAMIN D 
CONTENT. THAT'S WHY I‘M 
CHANGING TO FEEDS 
MIXED WITH WOPCO XX 
ITS ALWAYS THE SAME 


HAS PICKED UP SINCE 
MIXING 


YOU OUGHT 
TO SEE THE WAY MY BUSINESS ee 


NOPCO XX 


®@ sure You HAVE, BUT 

WHEN NATURE SKIMPS 
ON VITAMIN D-IN YOUR 
OIL- THEN WHAT? YOUR 
WHOLE MIXTURE IS OFF! 


PROFIT-PRODUCTION LEVELS, 
NOT JUST RICKETS PREVEN- 
TION, 1S WHAT I’M AFTER-IF 

YOU WANT MY BUSINESS, GETTER 


USE NOPCO XX 
OK, JIM, ILL BE 
GLAD TO- 


It Pays to Mix 
NOPCO XX 
for “Profit- Production’’ 


YOU CAN’T expect your customers to be'satisfied if 
your feeds aren’t up to date. Many poultrymen 
know—and others are learning daily—that laying 
hens require a higher, “‘profit-production’’ level of 
Vitamin D feeding—not a mere level for ‘‘rickets 
prevention.” 

And tests prove it! At the Pennsylvania State 
College, for example, hens shelled out over 2 
dozen more eggs per bird—more hatchable eggs, 
with thicker, better quality shells—when the 
Vitamin D was increased from 177 to 354 units per 
pound of feed.* 

But remember—increasing the quantity of 
straight oils in your mashes may not give you 
“profit-production” levels of Vitamin D. Accord- 
ing to the Minnesota Dept. of Agriculture, straight 
oils may vaty in Vitamin D content as much 
as 800%! 

Play safe! Give your customers “‘profit-pro- 
duction” levels of Vitamin D the year ’round—mix 
your feeds with Nopco XX;; it’s always the same. 
4,000 dealers are making more profits with 
Norco XX—so can you! 


NOW CONTAINS 
333% MORE 
VITAMINS A and D 


AT NO INCREASE IN PRICE 


NATIONAL OIL PRODUCTS CO., INC. 


3890 ESSEX ST., HARRISON, N. J. 


* This would be 708 units per pound of mash, if fed 50-50 
with scratch grains. 


MONTHS: 


| STARTED 


ose 


AND YOU OUGHT 10 SEE 
HOW MY HENS ARE 
LAYING TOO,” 
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ALES Fay 


Editonial Commont 


GOOD “DOCTORS” HAVE Visit the offices of your doctor, your 
A LIBRARY dentist, your lawyer and your vet- 
; erinarian. You will find a reference 
library in every one. These men to whom we all go for help with our 
various problems realize that it is impossible for any one man to 
“know it all”. Their value lies in the fact that they know where to 


go for needed information and they try to keep their sources of knowl- 
edge as close to them as possible. 


Today’s feed dealer is a “Doctor of Feeds and Feeding”. His cus- 
tomers come to him with hundreds of questions which he must be 
prepared to answer but very few feed dealers maintain anything 
which even resembles a professional reference library. We propose, 


therefore, that one of your 1937 resolutions be — to start a feed store 
reference library of your own. 


Many medical and legal libraries represent investments of hundreds 
and even thousands of dollars but you can start your library for only 
five dollars. That $5.00 should be spent for a copy of “Feeds and 
Feeding”. 

This old reliable book has been the “bible of the feed industry” 
since 1898. Compiled by Dean W. A. Henry of Wisconsin, revised from 
time to time with the assistance of Prof. F. B. Morrison and since 
1915 by Morrison alone, it has been kept up-to-date through 20 edi- 
tions, the last one available in May, 1936. 


Get a copy of this book from The Feed Bag or some other source 
and make it the cornerstone of your reference library. Take it home 
for study until you have become generally familiar with the contents 
of its 1050 pages and then keep it in your office, ready for use. 


Few additional books, if any, will be necessary for your reference 
library but you should prepare a series of folders for the keeping of 
such current and miscellaneous material as comes to your attention. 

You will need at least a dozen folders and we suggest that you label 
them with such titles as Dairy Cows, Beef Cattle, Sheep, Hogs, Horses, 
Turkeys, Geese, Ducks, Chickens, Cash Crops, Fertilizer, Association 
Bulletins, Selling Ideas, Collection Ideas, and Advertising Ideas. Other 
titles will occur to you and perhaps, as your library grows, you will 
want to use more than one folder for some of the titles. 

The material to fill these folders is easy to get. Your sources will 
be the farm papers, the feed trade papers, the bulletins and other 
releases of your agricultural college and experiment station, the book- 
lets and advertising material issued by feed and feed ingredient 
manufacturers. Clip them freely and file all the material which ap- 
pears to be of interest in the folder with the proper descriptive title. 

Don’t try to complete your library all at one time but never forget 
it and add something to it at least every week. If you make this 
resolution and keep it during 1937, you will soon have a library that 
will be helpful to you and one which, in addition, will really bring 
increased business to your store. 
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@ McHENRY COUNTY Farmers Coop- 
erative association, Crystal Lake, IIl., is 
convinced that Friday, the 13th, is an 
unlucky day. Burglars selected that day 
last month to rob the safe and were suc- 
cessful in escaping with $93.00 cash. 


e FRED STANCER feed mill, Beaver 
Dam, Wis. was destroyed by fire, Novem- 
ber 17, with a loss estimated at $9,000. 
The mill was erected almost 20 years 
ago by the late F. E. Bird and had been 
owned and operated by Mr. Stancer for 
the past few years. 

e A. V. (VIC) JAY, National Oil Prod- 
ucts Co., Harrison, N. J. stopped at Mil- 
waukee recently enroute to Boston, Mass. 
Mr. Jay’s headquarters are at Chicago. 


The Wiis. Runa the Qank 


By EMIL J. BLACKY 


The farmer is a funny bird 

Who seldom ever speaks a word 

Or makes decisions in his life 
Without consulting with his wife. 
Though he may know from A to Z 
That feed he wants has quality, 
Before he buys, he’ll hem and haw, 
And say, “wait here ’til I ask maw”. 
With auctioneers he’ll go to bat 
And all but bid his Sunday hat 

To get a dairy cow he sees 

That’s got a dozen pedigrees, 


NORTHRUP, 


Minneapolis 


Dependable 
Since 1884 


This Year It Takes FEED 
to Fill the Cream Can 


@ In the face of the crop conditions of the past season, few farmers 
have any choice but to depend upon prepared Dairy Feeds for 
their herds. Northrup, King & Company’s Northland 19% Dairy 
Feed is becoming increasingly popular and is proving to be the 


economical answer for hundreds of 
dairymen to their need for a com- 
plete, balanced milk-production ra- 
tion. Stock Northland 19% and 
profit from this existing demand. 
Northrup, King & Company are 
also in a position to supply 37% 
Linseed Oil Meal. Combine your 
feed requirements in a mixed car 
and save money. 


Wholesale FEEDS and SEEDS 


KING & CO. 


Minnesota 
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But not one cent goes on the line 

Til mamma whispers, “pa, she’s fine”. 
He'll study tractors for a year 

Until he knows each nut and gear; 

The salesmen swarm on him like flies, 
To cinch the deal each vainly tries, 

But none of them can make a sale 
’Til maw says, “paw, lay down the kale”. 
He thinks a certain car a whiz 

And vows that it will soon be his, 

But in the end he swings about 

And buys the one the wife picked out. 
She thought she’d need a wash machine, 
Which, out of all that paw had seen, 
Was most expensive of the lot, 

But that’s the wash machine she got. 
Oh, yes, the farmer does the buying 
To sell him feeds you keep on trying, 
But if for quick results you thirst, 
Go out and sell the Mrs. first. 


IOWA 


Farmers & Merchants Supply Co., Inc., 
has been formed at Ottumwa to retail 
and wholesale a general line of feeds. 
Capital stock is $50,000 and incorpora- 
tors are A. F. Beck, president; E. F. 
Diekman, vice president; W. E. Beebe, 
secretary, and D. W. Beck, treasurer. 
The new concern will represent in Iowa 
the large milling interests of the Wash- 
burn-Crosby Co., Kansas City, Mo. 

R. V. Leo, Dysart, is constructing a 
new feed storage building. The structure 
is 26x50 feet. 

Acme Hay & Mill Feed Co., Sioux 
City, has been opened in new quarters at 
Pierce street and Missouri River road. 
C. A. Brgeson and P. W. Martin are the 
owners of the concern. — 

Sam Rabiner has leased the Hagen 
Brokerage Co. warehouse, Fort Dodge, 
and will open a wholesale flour and feed 
business which he will operate as the 
Central Flour & Feed Co. 

F. Mueller & Sons Co., Clinton, has 
opened a new grain, feed and seed store 
in Maquoketa. Lawrence Lahann will be 
manager. 

Roell hatchery and feed store will open 
for business at Clarence. 

Russell Lewis, Brayton, has moved his 
poultry and feed business to Oakfield. 
Walter Hoegh of Marne will operate a 
feed store in the building vacated by Mr. 
Lewis. 

William Haas, Atlantic, is operating a 
feed store in the A. C. Miller building, 
Greenfield. 

John West and John Campbell have 
opened a feed store at Manning. 

Farmers Cooperative Elevator Co., 
Ackley, is building an extension to its 
office and installing new scales. 

Dockerson Produce & Feed Co., Knox- 
ville, is constructing a new three story 
brick building to replace its plant which 
was recently destroyed by fire. 

Walter Reynolds, manager, Farmers 
Elevator Co., Churdan, died suddenly of 
a heart attack while helping a customer 
unload corn. He was 68 years old. 
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Varied Control Laws 
Burden Manufacturers 


And Feeders 


BELIEVE every one who has made a 
A study of the problem that arises from 

the traffic in feedingstuffs of the same 
composition, moving across the boundaries 
and finally reaching the point of retail 
sale or consumption in wide territories 
consisting of many states, recognizes the 
need, the fairness and the advantage of 
uniform laws, rules and regulations gov- 
erning such shipments in order that a 
product of uniform composition may be 
uniformly labeled the same in one state 
as in another. 

This problem has been attacked by 
your association and ours for more than 
a quarter of a century. Just this thing 
was the motivating cause, as I understand 
it, for the organization of our two groups. 
Yours in 1908, ours in 1907. Further, I 
find in your original constitution in sec- 
tion two adopted in 1908 this reference 
to uniformity: “The object of the Asso- 
ciation of American Feed Control Officials 
shall be to promote uniformity in legisla- 
tion, definitions and rulings, and the en- 
forcement of laws relating to the manu- 
facture and distribution of feedingstuffs 
in the United States.” 

Uniform Feed Law Urgent 

The need for uniformity has become a 
paramount issue. A glance at the record 
of laws relating to feedingstuffs is ample 
proof. One finds that the first law reg- 
ulating the sale of feed was enacted by 
Connecticut in 1895, and the 41 years 
that have followed since its passage have 
witnessed innumerable legislative acts and 
amendments by every state. The United 
States government, through its federal 
Food and Drug act, administered by the 
United States bureau of chemistry and 
its official grain standards, created by 
act of Congress, and promulgated by the 
United States department of agriculture 
is also contributing a share in the regula- 
tion of all feed enterprises. The defini- 
tions and rules which you originate here 
and which have the effect of law when 
adopted by a state feed control official 
are other evidences of rigid control. 

The multiplicity of laws and regula- 
tions, many in conflict with each other, 
and their effect upon the free flow of 
commerce in feedingstuffs, which con- 
front our industry, sometimes make a feed 
manufacturer wonder in his bewilder- 
ment. 

Many of these laws and regulations in 
their purpose and anxiety to regulate a 
feed mixer and protect his patrons often- 
times penalize, in no small degree, some 
producer who is also entitled to the same 
warmth and protection that should arise 
from the principles of the Golden Rule. 

I mean by this the ban that is placed 
on some products that have value and 
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merit under certain usage and conditions 
by a feed control official through regula- 
tions or a feed law through prohibition 
in the form of over zealous parental 
anxiety, in some instances based upon the 
theory that the consumer of feeds should 
supply from his own acres rough feed- 
stuffs for a specific purpose. The provi- 
dent feeder naturally does these things 
from choice and receives widespread en- 
couragement from all feed manufacturers 
but at times when nature through its ever 
occurring droughts, floods and poor sea- 
sons causes a famine in feeds in some 
particular area then the feeder or the 
mixer may find themselves forbidden, 
through restrictive laws and regulations, 
his rights to use or feed a product that 
may have some desirable economic value. 

We accept regulation cheerfully pro- 
vided the ultimate purpose is to promote 
and facilitate the growth of production, 
distribution and consumption. If for ex- 
ample regulation is imposed for the same 
general purpose for which traffic is reg- 
ulated, in order to promote and increase 
the flow of activity, rather than restrict 
it—regulation is beneficial and a spirit 
of cooperation grows up between those 
who regulate and those who are regulated 
just as we find it here. Furthermore, we 
accept regulation not altogether because 
of the protection to the public against 
perhaps occasional abuse but also because 
it provides for the manufacturers them- 
selves a sort of code of ethics or Marquis 
of Queensbury rules. The cheerfulness 
with which regulation is accepted is mul- 
tiplied when such regulation is designed 
to promote uniformity. 

Your association has not dodged the 
problem you recognized when your found- 
ers wrote that section of your constitution 
quoted a while ago, for I find your first 
effort directed toward uniform feed laws 
was made at your meeting here in 1910 
when you sanctioned the draft of the first 
uniform feed law. Later it was amended 
in 1917. 

Present Laws Confusing 

The goal of uniformity however has 
not been attained in these early feed laws, 
as most of us are aware, because in the 
construction of them they lacked that nec- 
essary element of providing a regular and 
uniform method of formulating the defi- 
nitions, the rules and regulations which 
appear to be such an important function 
of these laws in order to make them oper- 
ative and effective in a uniform manner 
and coordinated in one state with another. 
Provision for this coordination appears 
to be adequately provided for in section 
11 of the proposed model feed bill. 

For 20 years the increasing regulations 
that have been made by individual state 


H. L. MeGEORGE 


Mr. McGeorge, Royal  Staf-o-Life 
Mills, Memphis, Tenn., president of the 
American Feed Manufacturers associa- 
tion, was one of the principal speakers 
and delivered the address published 
herewith at the Il con ti of 
the Association of American Feed Con- 
trol Officials held recently in Wash- 
ington, D. C. 


officials without regard for the principles 
of uniformity, or thought of the possible 
effect upon the flow of traffic in interstate 
commerce, have created a situation which 
at present is most confusing. The unlim- 
ited power of regulation granted the offi- 
cial in these laws are such that the law 
libraries of a state should also include 
the private letter files of the feed control 
officials in order to be complete, for in a 
sense every pronouncement you make is 
in fact a law. 

The need for coordination of existing 
laws and regulations has been, with vary- 
ing degrees, a topic of discussion among 
the members of our respective groups for 
many years. Two years ago you again 
recognized this need and _ undertook, 
through a committee, its solution. Very 
properly you invited the feed manufac- 
turers to assist. This joint committee, 
with the assistance of experienced ad- 
visors has labored earnestly and unselfish- 
ly in perfecting the draft of the model 
feed bill. Last November you adopted 
it tentatively. In June our association re- 
viewed it at our annual convention and 
we feel that with the slight changes 
worked out by the committees, it ade- 
quately and fairly expresses the object to 
which both our associations are in a mea- 
sure dedicated. 

Keep Inspection Fees Down 

Now let me turn to feed tax topics. 
In the early days of our present feed 
laws when our legislative pioneers framed 
the acts governing the sale and inspec- 
tion of feeds, no accurate yardstick was 
available to determine what should be 
enacted in the form of inspection fees. 
No one knew what commerce existed in 
the product tc be taxed and it was diffi- 
cult to hazard an accurate estimate of 
the cost of administrative, inspection and 
laboratory service. Into this situation 

(Continued on Page Thirty-two) 
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Merchandising 


parent chance of getting one, the vast field of store dis- 

plays is still open to you. If you do have display win- 
dows, you will also want to use store displays as an extra lever 
for business. 

A number of dealers have adopted the idea of having a 
display or sales room. There are racks containing literature 
advertising their products; posters are on the walls; everything 
is planned to direct the customer’s attention to some product 
the merchant has for sale. 

Even though space may be limited you can still have a 
table or a counter which can be devoted to some display. In 
many cases the display will be nothing more than an array 
of packages. Seeds, farm sanitation products and small tools 
lend themselves very nicely to this form of display. In the 
case of larger bags of feed and seed and fertilizer, it is a 
simple matter to set a number of sacks around the wall, open 
them at the top and to roll them down neatly so that the 
contents are exposed to view. Some suppliers furnish attractive 
signs that can be placed right into these open bags. It would 
not be difficult to secure cardboard and make your own signs. 

Most manufacturers aiso supply dealers with attractive 
posters. Common practice has been either to toss the posters 
on top of the desk where they lie until they get too dirty to 
use or just to tack them on the walls without regard to any 
posters that might already have been up. As a result many 
store walls look something like the old time crazy quilt— 
only crazier. 

This writer once stepped into a feed store at Columbus, 
Ohio, and saw just two posters on the office wall and these 
neatly set off under glass in an inexpensive black frame. 
Those posters were really doing their jobs. They didn’t have 
to fight for attention with a hundred other posters advertising 
everything from tobacco to remedies for rheumatism, some of 
them dating back 15 years. 

It is just as important that posters in a frame of this sort 
be changed regularly as the displays should be changed. A num- 
ber of other dealers use similar frames or have built handy 
revolving rack stands for displaying photographs of their 
customers, their fields, their flocks, their herds and their homes 
and barns depending on the particular commodities they are 
selling. A brief line in connection with the photographs 
describes the service rendered and the results secured. Not 
only is the average person proud to have himself and his work 
advertised in this way but a lukewarm buyer, looking over a 
selection of photographs of this sort while standing around the 
store, is very likely to sell himself on the merits of the products 
that dealer stocks. 

The idea of enlarging photographs by the photostat process, 
as suggested before, is equally valuable for interior displays. 
It is also worth while if a good record is available to put up 
home made signs featuring the important facts and figures. 
Wrapping paper and a marking brush and ink or a heavy 
lumber pencil is all that is needed. Some dealers have put 
up blackboards on which records of this nature can easily be 
written and changed just as easily. 

Poster boards on the sidewalk are effective if there is no 
local law against them. A number of commodities handled by 
the farm supply dealer are being displayed to advantage on 
the sidewalks, particularly during nice weather. Open bags 
as suggested for interior displays are just as acceptable for the 
sidewalk. Garden tools in racks, cultivators and small farm 
tools can be displayed in this way to advantage. 

Quite a few dealers make themselves sidewalk display stands, 
merely two frames or pieces of wall board large enough to hold 
a poster apiece hinged together at the top so that when 
spread apart they form a stand. Posters are thumb-tacked 
to the two sides of this display stand. 


| Eee though you have no display window and no ap- 
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Chapter 19. (Part Two) Selling Displays 
By F. Harvey Morse 


Farm Supplies 


There are few figures available on the value of displays 
but those that have been obtained are favorable. A tooth-paste 
company checked the sales of 20 drug stores for a three 
weeks’ period and found that 155 tubes were sold. Then they 
put in a simple counter display and during the following three 
weeks the 20 stores sold 412 tubes. Similarly, a test was made 
on an herb tea in ten drug stores. During three weeks they 
sold 26 packages of the product but during the following 
period of 21 days they sold 63 packages through the aid of a 
counter display. 

Another drug company made a window display test in ten 
selected New York drug stores. During the period of the 
test they increased the sale of the 12 products: featured in the 
windows from 50 per cent to 150 per cent, the average being 
100 per cent. During that same period they increased the sale 
of all products from 25 per cent to 150 per cent, the average 
being 138 per cent. 

Case after case has also come to the writer’s attention of 
dealers who have put in simple feed, seed and fertilizer dis- 
plays and found them attracting the attention of people who 
had never bought those particular lines before—had never 
bought a line that graded as high as those displayed. 

Department stores, of course, know definitely that a window 
display pays. They keep accurate sets of check figures on 
products displayed in the windows from week to week but 
those figures are rarely available for public information. 

Someone in your organization probably has more of a 
knack for putting in attractive displays than anyone else. 
Find out who that is and give him as a definite responsibility 
the job of trimming your windows according to your display 
schedule. Buy him a good book or two on display principles 
and let him study up on the subject. Most of these books you 
will find deal largely with grocery, dry goods, shoe and drug 
stores. Nevertheless, many of the principles can be applied 
to your own products. The manufacturers of many lines of 
feeds, fertilizer, hardware, etc., are glad to furnish display 
suggestions. Some go so far as to offer window display 
courses and courses in show card writing. Have someone 
in your store take those courses if available. Even though 
you haven’t a skilled show card writer if you have a worth 
while message and some powerful sales figures the fact that 
the lettering of your message is a little crude won’t detract a 
whole lot from its value. 

Occasionally, you may find some young fellow in town who 
is pretty good at writing show cards and who will be glad to 
write yours for a reasonable price. 

If no one else in your organization is competent to handle 
the display job you take the responsibility. It’s important 
enough not to be neglected. 

Somewhat allied to displays are what might be known as 
“demonstration displays.” A dealer may have a vacant lot 
next to his store so he builds a double hog pen and puts in 
two litters of pigs. One he feeds on a brand of commercial 
feed that he is handling, the other will be fed on straight 
home grains. From week to week the weights of the pigs 
will be posted so that the feeders can see immediately which 
method of feeding is most profitable. 

Or, the dealer may plow up the lot, fertilize half of the 
ground and leave the rest unfertilized. Then he will plant it 
in corn and the farmers can see for themselves the advantage 
of proper fertilization. 

If the dealer is handling a line of paints; he may build himself 
a demonstration board facing the south to get the most con- 
tinuous sunlight. He will paint this board with several popular 
colors of his and the public can see for itself how the line 
stands up. 

In the case of chickens, small pigs, rabbits, etc., a demon- 

(Continued on page thirty-one) 
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K RACO Dried Whey is the cheapest, 
rich source of LAC TOFLAVIN 


Tell your boss to 


KRACO! 


Greater Growth, higher hatch- 
ability— Because of Kraco’s 
abundance of Lactoflavin (Vitamin 
G). (There is no substitute for this 
milk ingredient in poultry mashes.) 


High Lactose Content . . . pro- 
motes intestinal health, keeps 
out parasites (coccidiosis control). 


DRIED WHEY 


LACTOSE ABUNDANT LACTOFLAVIN 
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INSIST UPON KRACO for these A Reasons 


3 Valuable milk minerals (8 to 9%) 
in correct proportion for proper 
assimilation of both calcium and 
phosphorus. Result—sturdy bones. 


Dried Whey is Endorsed by 
4 Leading scientific authorities 
—Results proved by actual feed- 
ing tests. 


\ 


(VITAMIN G) 


SO necessary 
for growth and 


@ Very important to everyone 
concerned with poultry feeding 
are the most recent feeding experi- 
ments carried on by leading scien- 
tific authorities—at -Cornell Uni- 
versity and Ohio State Experimental 
Station. These tests show the importance 
of using Kraco Dried Whey in starting, 
growing and laying mashes. 


Growth and HATCHABILITY both 
depend upon the Vitamin G (or Lacto- 
flavin) content of the poultry ration. This 
is clearly shown by these impartial feed- 
ing experiments. Feeds containing 244% 
of Dried Whey showed marked improve- 
ment in hatchability—because of Dried 
Whey’s high Lactoflavin content. When 
5% Dried Whey was used, a still greater 
increase in Hatchability was revealed. 


It is important for you that all claims 
made for Kraco Dried Whey are based 
upon the work of these well-known scien- 
tists. Such work is in addition to tests being 
made continuously in Kraft Laboratories. 


Besides being the cheapest, rich source 
of Lactoflavin, Kraco Dried Whey is 
essential because of its 70% Lactose 
content. No other feed ingredient has 
this valuable comdination—an abundance 
of both Lactoflavin and Lactose, essential 
for growth, flock health and hatchability. 


Be sure there is enough Kraco Dried 
Whey in your starting, growing and lay- 
ing mashes. Mail coupon for latest data. 


MAIL THIS COUPON 


Krart-PHENIx CHEESE CORPORATION 
Dept. FB-12, 400 Rush Street. Chicago 

I would like to receive the latest scien- 
tific data on Dried Whey. 


Name 
Address 
City State 
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Displays Are Best Trade Builders 
For Pekin (Ill.) Feed Co. 


© Newspaper Advertising Also Attracts Customers 


HILE displays have been our 
best business getter for years 
past,” says R. J. Ripper, pro- 
prietor of Pekin Feed Co., Pekin, IIl., 
“our participation in a special newspaper 
advertising campaign now running has 
brought us many new customers and has 
built additional business among some old 
customers. We have used newspaper ad- 
vertising for a long time once a week for 
about three weeks in every other month 
in the Pekin daily paper. While we are 
certain that this has been of some value 
to us we were never able to check up 
definitely on results. 

“In our current advertising, however, 
we know that it is providing definite re- 
sults because many people come in and 
ask for the particular item advertised 
and at the same time many of them 
tell us that they were unaware that there 
was such a feed store in Pekin until 
they saw our ad. 

New Schedule Clicking 

“The special feature of this current 
advertising belongs to the newspaper 
rather than to us but our participation 
has been of considerable value to us. 
Instead of a weekly ad for three weeks 
in every second month we have two ads 
a week continuously in the regular edi- 
tion of the paper on Tuesdays and Thurs- 
days. Then, in addition, the paper pub- 
lishes a weekly supplement on Fridays 
which is delivered from house to house 
to non-subscribers. Our ads appear in this 
supplement also and we believe that 
some of our new business has come from 
these non-subscribers. It seems, also, that 
this constant advertising is more effec- 
tive than the intermittent advertising 
formerly carried. By using the combina- 
tion of two ads in the regular edition of 
the paper and one in the supplement, we 
get a special rate.” 

The ads used are furnished by the 
manufacturer of the nationally-known 
line of feeds carried. They are changed 
each week so that a different product is 
featured weekly. One week it may be 
poultry feed, another week stock feed, 
another week hog feed and another week 
dog feed. This alteration each week at- 
tracts some customers who might not be 
interested in the previous or following 
week’s offering. If they are persuaded to 
make one call at the store each cus- 
tomer becomes acquainted with the entire 
line. 

Displays Catch Eye 

Displays have always played an impor- 
tant part in obtaining business. These are 
rendered effective because of the shape 
and size of the store. Located at 217 Eliz- 
abeth street in the down-town section of 
the city the store has a frontage of 40 
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feet and a depth of 96 feet, while an 
“L” at the rear affords another space 
of 30 x 30 feet. The frontage is about 
evenly divided between the office and 
display room and the warehouse. The 
display room has a large window which 
is constantly used for displaying feeds 
and other products, the displays being 
changed every two weeks. The colorful 
feed packages used in the displays at- 
tract the attention of passers-by. This 
window is made to do duty at night as 
well as day. An amber-colored electric 
lamp furnishes a soft, mellow light which 
is effective in spot-lighting the display. 

The display room has a center pillar 
and instead of allowing this to become 
an obstruction Mr. Ripper has utilized it 
for display purposes. Two rows of shelves 
are built around it and displays of spec- 
ialties occupy these shelves. With plenty 
of space in the big display room, this 
central display stands out prominently. 
Shelves on two sides of the display room 
are also effective as displays as no coun- 
ters or other obstructions bar the way. 

Warehouse an Open Market 

The warehouse itself affords a big dis- 
play. The office and display room is en- 
tered by a small door but the warehouse 
entrance is a pair of large sliding doors. 
In warm weather these doors remain 
open and the neatly-arranged piles of 
bags are visible from the street. In fact, 
the warehouse presents the appearance of 
an open market. 

In order to attract the attention of 
many customers who have formed the 
habit of going directly into the ware- 
house without calling at the office first, 
Mr. Ripper has recently built an attrac- 
tive counter table near the entrance on 
which the displays of merchandise in the 
display room are repeated. This counter, 
also visible from the street when the 
doors are open, attracts passers-by as 
well as those in the warehouse. 

Seasonal live displays have also proved 
effective. The store handles baby chicks 
in season and during this time a brooder 
of them is displayed in the window. Dur- 
ing the laying season, a battery of laying 
hens is maintained. A sign placed above 
the battery gives the record each day 
and the total for the month. This sign 
is square and three sides are used to call 
attention to the feeds used while the 
fourth gives the laying record. 

Closely tied up with the various kinds 
of displays are the signs used. The entire 
front of the store is painted in the col- 
ors and design used by the manufacturer 
of the main line of feeds handled. One 
truck is used for delivery purposes. This 
truck has a permanent metal frame at- 
tached near the front in which heavy 


cardboard placards are placed, one on 
each side. These placards are furnished 
by the manufacturer of the feed line 
and are changed often. 

Another method extensively used is 
direct mail. About eight mailings a year 
are sent out, these consisting mostly of 
booklets and circulars furnished by the 
feed manufacturer. The mailing list used 
consists mostly of customers, both active 
and occasional. Mr. Ripper believes that 
this constant mail advertising has much 
value in keeping customers sold, an ob- 
ject which is just as important as secur- 
ing new customers. 

Finds Calendars Effective 

Calendars form another method of se- 
curing and retaining business. About 250 
of these are used yearly. The name and 
address of each person requesting a 
calendar is added to the mailing list. 
These calendars are purchased by Mr. 
Ripper himself and are not furnished by 
any feed manufacturer. Mr. Ripper be- 
lieves them to be effective as they form 
a constant reminder of the store every 
day in the year. 

“We have used personal solicitation to 
some extent but not to the extent it 
deserves,” says Mr. Ripper. “We have 
confined this so far mostly to customers, 
but in our plans for the coming year we 
expect to do more personal soliciting and 
to include non-customers as well as reg- 
ular customers.” 

In addition to the nationally-known 
line of feeds, the Pekin Feed Co. carries 
a full line of bulk feeds, hay, straw, salt, 
bulk grains, ingredients for home mixing 
of feeds, poultry supplies, poultry re- 
medies and stock remedies. His monthly 
sales at present average about three car- 
loads. One assistant is employed. 

The Pekin Feed Co. was started some 
years ago as the Pekin Produce and Feed 
Co. In 1922 it was purchased by Fred 
G. Ripper, who later discontinued the 
produce end of the business. Since Mr. 
Ripper’s death in 1925, the business has 
been conducted by Mrs. Emma Ripper, 
under the management of the son, R. J. 
Ripper, who has recently taken over the 
business. 


e SYDNEY ANDERSON, vice presi- 
dent, General Mills, Inc., Minneapolis, 
was chosen vice president of the Trans- 
portation Association of America at the 
Organization’s annual convention which 
was held in Chicago, November 17. 

e PAUL KINGSLEY, manager of the 
feed department of Commander Larabee 
Milling Co., Minneapolis, underwent an 
operation for appendicitis November 23 
and is rapidly regaining his health. 
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Add to the Value of Your Feeds 
AND INCREASE YOUR PROFITS 
With This Ideal Wet Molasses Carrier 


POWDERED 


OCOA BEAN 
RESIDUE MEAL 


Animals like almost any type of feed with 
Powdered Cocoa Bean Residue Meal. Cocoa 
Bean Residue Meal readily absorbs large 
quantities of molasses and you can add as 
much as you desire at a low cost. 


The cost of Powdered Cocoa Bean Residue Meal is surprisingly lower 
than the cost of numerous other feeds, so that its use actually reduces feed 
costs. Feeders who have used sample lots of Powdered Cocoa Bean Residue 
Meal, invariably place repeat orders for much larger quantities. 


If you want something out of the ordinary to offer the trade—some- 
thing that will build steady and profitable business, get the facts on Pow- 
dered Cocoa Bean Residue Meal. 


Attractive proposition offered to dealers. 


Send Only $1.00 for 100-lb. Bag as Sample 


Mail this Coupon for Your Sample Today 


DRIMOLASS REFINING CORP., 
312 E. 95th St., New York, N. Y. 


Please send me samples and analysis of COCOA 


REFIN ING | BEAN RESIDUE MEAL. 
CORPORATION 
| 


Address 


312 E. 95th St. e New York, N.Y. 
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CONVENIENCE 
Lady Passenger: “What’s the idea 


of stopping this bus at every telegraph 
pole?” 


Bus Driver: “Sorry, madam, but this 
is a Greyhound.” 


x 
CHINEE BURNEE UP 

The mistress of the house heard the 
bell ring and saw standing at the open 
front door a Chinese pedlar. Quickly re- 
treating she called out to the maid: 

“There’s a Chinaman at the door. You 
go Ella.” 

This was too much for the Chinaman 
who stuck his head into the hallway and 
shouted: 

“You go ’ella yourself.” 


RACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


CORNHAY WEAKLY NEWS 

Judd Perkins refused to eat turkey 
this Thanksgiving because it reminded 
him so much of the times he was roasted 
by his wife during the year. 

The annual November town election 
resulted in Bill Flame being the new fire 
marshall; Ezra Puppysnatcher, the dog 
catcher, and Hank Marimore, the justice 
of peace. 


not less than: 


BUY SUPER “A.” 


NATURAL 
HIGH VITAMIN 


And the potency is in its NATURAL state! Gorton’s 
Super “A” is not a built up or manufactured oil; it 
is taken from the fresh livers of “first choice” Cod- 
fish, and as there is no delay in securing the livers 
there is no chance for the oil to spoil. 


Gorton-Pew Fisheries put Super “A” to every test 
known to science to determine the Vitamin content 
and — which is even more important — they insist 
that it be TESTED ON LIVE CHICKS AND ACTU- 
ALLY PROVEN before it is labeled Super “A” to 
carry the unconditional guarantee that it contains 


3,000 Units Vitamin A Per Gram 
250 Units Vitamin D Per Gram 


If you want an oil that guarantees protection — 


SERVALL 
POULTRY LITTER 
Servall Poultry Litter is made 

from Sugar Cane Pulp. 


It absorbs four times its weight 
in liquid! 


Costs less—spreads farther! 


Sanitary, guaranteed to contain 
no weed seeds or dust! 


DISTRIBUTORS OF: 


Mill Feeds, Linseed Oil Meal, Soy 
Bean Meal, Cottonseed Meal, Fish 
Meal, Alfalfa Meal and other Feeds 
and Feed Store Accessories. Write 
or wire us when you are in the 
market. 


CALL sinnearous 


FARM SERVICE STORES, INC. 
of General Mills, Ine. 


JOBBING DEPT. 


WRITE or commence 
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A small boy was asked to write an 
essay in as few words as possible on 
two of life’s greatest problems. He 
wrote, “twins.” 

EASILY FIXED 

Girl (eloping): “Dad will be complete- 
ly unstrung.” 

Radio Man: “That’s all right. We will 
wire him at once.” 

LOVE AT A GLANCE 
Theysitlikethisuponaseat 
And now and then they kiss. 
And then he says some durn 
fool thing, and then they sit 


A telephone pole never hits an auto- 
mobile except in self defense. 
BACK FOR MORE 
Student: “What happens, sir, if the 
parachute fails to open?” 
Tough Sargeant: “You come _ back, 
sonny, and I’ll give you another one.” 
* * * 
ONE WAY TO PUT IT 
Teacher: “Who can tell me just what 
an island is?” 
Johnny: “It is a piece of land that went 
out for a swim.” 
* * 
The only person we know who makes 
a success of running other people down 
is the elevator boy. 
* * 
PLAIN TALK 
Navy Instructor: “What is a ma- 
neuver?” 
Farm Boy: “Something you put in the 
soil to make it rich, sir.” 
* * * 
WASTING NO TIME 
Frantic Father: “Hurry over, doctor. 
The baby has swallowed my fountain 
pen.” 
Doctor: “ 
meantime?” 
Father: “Using a pencil.” 
* 
KNEW HIS WEAKNESS 
Tommy: “I’ve got the meanest boss 
in town.” 
His Pal: “What does he do?” 
Tommy: “He took the legs off the 
wheelbarrow so I can’t sit down.” 
* 


What are you doing in the 


HAD EXPERIENCE 

Boy: “Dad, what is a lawyer?’” 

Dad: “A lawyer, my boy, is a man who 
gets two people to take off their coats 
and fight and then runs away with their 
coats.” 

*k 

The laziest man in the world is the 
one who takes the sulphuric acid off 
the shelf by mistake but drinks the acid 
rather than reach again for the cough 
syrup. 
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Are You Prepared to Handle Details 
Of Social Security Records? 


@ Payments Under New Law Will Start in February 


Sam opens a new account against 
you under the old age benefit pro- 
visions of the Social Security act. 

You have probably been besieged with 
circulars, press reports, radio talks and 
speeches on the subject so that you should 
possess by this time a fairly thorough 
knowledge of what the new law is all 
about. 

If you have complied with the require- 
ments to date, you have returned to your 
local postmaster the form distributed 
through the mails which you filled out 
stating the type of business which you 
operate and the number of persons you 
employ. The deadline for this was 
November 21. 

Employees’ Account Number 

Your employees, on the other hand 
must, by December 15 have filled out in- 
dividual forms which provided them with 
an identification and account number on 
the government records. If you are an 
officer of a corporation, you too are con- 
sidered an employee and were required 
to fill out the employee’s form and re- 
turn it. 

Assuming that all of your preliminary 
steps were properly observed, you may 
now enjoy a breathing spell until January 
1 when you automatically become a tax 
collector for Uncle Sam. Effective on 
that date you deduct from the wages paid 
to every one of your employees the sum 
of 1 per cent. For instance, if you pay 
vour truck driver $100.00 a month, his 
salary after January 1 will be $99.00. 
The one dollar goes for social security 
taxes out of the employee’s pocket but 
you are required by law to match this 
$1.00 with a like amount from your 
company funds. In other words, you will 
pay the government a total of $2.00 a 
month on your truck driver as long as 
he receives $100 a month and correspond- 
ingly more or less if you increase or de- 
crease his wages. 

Tax Scale Increases 


Beginning January 1, 1940 and con- 
tinuing through the years 1941 and 1942, 
the tax rate will be raised to 114 per cent. 
Assuming that your truck driver is still 
earning $100 a month, starting January 
1, 1940, you will deduct $1.50 from his 
wages and match it with $1.50 from the 
company funds for a total of $3.00. On 
January 1, 1943, the tax rate goes up to 
2 per cent and continues on this scale 
through 1945. It jumps to 2! per cent 
January 1, 1946 and continues at this rate 
for three years. Beginning January 1, 
1949 and thereafter the rate remains at 
3 per cent. 

And remember that if you are an officer 
of a corporation, you too must take out 
the tax at the rate in effect and match it 


B EGINNING January 1, 1937, Uncle 
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with an equal amount of company funds. 
The tax, however, applies only to a max- 
imum of a salary of $3,000 a year. In 
other words, if you receive $4,000 a 
year in wages, you pay only on $3,000 
and on nothing above this amount. 

The Social Security act will burden 
you with considerable extra bookkeeping. 
Every employer is required to keep an 
accurate record of all remuneration paid 
to employees for all services performed 
by them after December 31, 1936. This 
record must show the following: 

(1) Name, address and account num- 
ber of employee. 

(2) Occupation of employee. 

(3) Total amount (including any de- 
duction for any purpose) and date of 
each remuneration payment and period of 
services covered by the payment. 

(4) The amount of remuneration pay- 
ment constituting wages subject to tax. 

(5) Amount of employee’s tax with- 
held or collected with respect to such 
payment and the date collected if other 
than the time the payment is made. 

(6) Any adjustment of employee’s or 
employer’s tax shall be accurately detailed 
showing the date and amount of each 
adjustment. 

First Payment in February 

Payments under the Social Security 
act will be made monthly by the em- 
ployer. The first of these payments for 
January, 1937, will be due some time in 
February. Collecting of the tax will be 
under the jurisdiction of the internal 
revenue department working in conjunc- 
tion with the federal treasury. 

Special forms are to be mailed to em- 
ployers by the internal revenue depart- 
ment which the employer is required to 
fill out to comply with various phases of 
the act. These forms have been numbered 
SS-1, SS-2, SS-2A and SS-3. Before the 
first installment on the tax is due, em- 
ployers will be informed as to where they 
should make payment for their particular 
district. 


SS-1 is the form to be returned by the 
employer with each monthly payment and 
must be made out in quadruplicate. 

Every employer is required periodically 
to make an information return (1) con- 
taining a summary of taxable wages paid 
to his employees, and (2) reporting the 
taxable wages paid to each of his em- 
ployees. Form SS-2 is prescribed for re- 
porting the summary information and 
Form SS-2A is prescribed for reporting 
the wages of individual employees. The 
employer shall prepare and attach to 
Form SS-2 a separate form, SS-2A for 
each of his employees who received tax- 
able wages during the period covered by 
the return. Form SS-2 shall be filed in 
duplicate but only one original copy of 


Form SS-2A shall be filed for each em- 
ployee. 

Every employer shall also make an 
information return on Form SS-3 with 
respect to each of his employees who at- 
tains the age of 65 years or dies before 
attaining this age. 

The last return on Form SS-1 and the 
last returns on Form SS-2 and SS-2A 
are for any person who ceases to be an 
employer and shall be marked “final re- 
turn” by the employer or any person filing 
the return. Such final returns shall be 
filed with the collector on or before the 
30th day after the date on which the final 
payment of wages subject to the tax is 
made for services performed for the 
employer. 

Sources of Information 

Those desiring more detailed informa- 
tion on the Social Security act may do so 
by writing direct to the various regional 
offices which have been established 
throughout the country. They are as 
follows: 

Region 1— Maine, New Hampshire, 
Vermont, Massachusetts, Rhode Island 
and Connecticut — Social Security Board, 
120 Boylston street, Boston, Mass. 

Region 2—New York — Social Security 
Board, 45 Broadway, New York, N. Y. 

Region 3 — New Jersey, Pennsylvania, 
and Delaware — Social Security Board, 
Widener building. Juniper and Chestnut 
streets, Philadelphia, Pa. 

Region 4— Virginia, West Virginia, 
North Carolina, Maryland and District 
of Columbia — Social Security Board, 
Theatre building, Washington, 

Region 5 — Kentucky, Ohio and Mich- 
igan — Social Security Board, Bulkley 
building, 1501 Euclid avenue, Cleveland, 
Ohio. 

Region 6 — Illinois, Indiana and Wis- 
consin — Social Security Board, 211 West 
Wacker drive, Chicago, IIl. 

Region 8— Iowa, Minnesota, North 
Dakota, South Dakota and Nebraska — 
Social Security Board, New Post Office 
building. Minneapolis, Minn. 

OHIO 

Glenn Creuber, former assistant man- 
ager of the Community Coal & Feed Ce, 
Blanchester, has opened a feed store of 
his own. 

Valley Grain Co., Donnelsville, has in- 
stalled a new feed mixer. 

Teegarden-Cook Grain Co., -Mt. Ster- 
ling. is installing new feed grinding and 
mixing equipment. 

North Baltimore Grain Co. elevator, 
Mortimer, was destroyed by fire Novem- 
ber 12, with loss estimated at $15,000. 

Harry Ullery, Trotwood, has installed 
a new feed mixer. 


A 
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Peace earth good will men” 


\ 


WE, THE UNDERSIGNED MILWAUKEE FIRMS, JOIN IN WISHING YOU A MERRY 
CHRISTMAS AND A MOST HAPPY AND PROSPEROUS NEW YEAR 


Archer-Daniels-Midland Co. Fraser-Smith Co., Ltd. 
Feed and Grain Merchants Grain Commission Merchants 
W. M. Bell Co. John C. Hensey 
Grain Merchants Commission Merchant —Grain and Seeds 
Chas. A. Krause Milling Co. 
Roy I. Campbell Manufacturers Famous Badger White 
Commission Merchant Hominy Feed and Other Mixed Feeds 
Donahue-Aston Co. J. V. Lauer Company 


Grain Brokers Commission Merchants 


Deutsch & Sickert Co. Johnstone-Templeton Co. 
Feed and Grain Merchants Grain Commission 

Franke Grain Co., Inc. G. W. Winston Co. 
Feed and Grain Merchants Grain Futures 


MILWAUKEE GRAIN & STOCK EXCHANGE 
The Market of Personal Service | Established 1858 
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Customers Can Watch Ingredients 


That Go Into Their Feeds 


@ Vanek Bros. Mixing Plan Wins Patrons’ Confidence 


ANEK BROS., feed dealers of 

North Judson, Ind., succeed by giv- 

ing customers whatever they want in 
the way of a ration for their livestock 
and poultry but they have first done their 
best to teach customers what their wants 
ought to be. 

And so Vanek Bros. who some years 
ago bought a broken-down elevator from 
the bank that foreclosed upon it have 
turned it into a regular bee hive of in- 
dustry. The customer wants his own 
grain ground and mixed for the chickens. 
But he has learned through Vanek Bros. 
help that some of their concentrates or 
a brand that they merchandise should be 
included and so the concentrate goes in. 
Or the customer wants a ration made up 
of the ingredients that Vanek Bros. carry 
in stock and in that case they point out 
the ingredients one after the other right 
on the mill floor as one of the service 
folks handles the scoop and the scales. 

The ingredients are contained in 16 bins 
that form a hollow square close to the 
mixer. Mr. Customer sees what he has 
chosen poured into the base of the ton- 
and-a-quarter mixer and run out into 
sacks and mixed to a queen’s taste. Such 
a plan as this makes the customer feel 
at home. He almost imagines that he 
owns an interest in this old elevator that 
once went broke but which now booms 
with so much activity. He is satisfied 
and he knows besides that whether he 
hauls the feed away himself or asks for 
it to be delivered, the atmosphere around 
the place is the same —that of snappy 
service. 

Business Departmentalized 

Vanek Bros. believe in having a head 
for each of their four departments but 
with the head of each willing to take a 
hand elsewhere in the pinches. This is 
how it is explained by John Vanek, sr., 
father of the boys whose names the busi- 
ness bears and who has the grinding and 
the mixing to do. John Vanek, jr., over- 
sees the buying and the selling of grains 
and feeds; Joseph Vanek manages the 
flour department and Miss Annie Vanek 
keeps the books and is office manager. 
She also weighs the loads that go and 
come over the scales just outside her 
window, entertains the customers who 
wait around for their needs and helps 
her father with the mixing and general 
handling of the feeds when one of the 
rushes comes. Thus each one of the four 
goes to another’s aid in any case of 
pressure. 

This means a smoothly running busi- 
ness from one day’s end to the other. 
It is no wonder that customers like to 
come to a feed headquarters like this 
one is, and that there has never been any 
stagnation since the elevator was taken 
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over. Before they located in their present 
quarters Vanek Bros. had a flour business 
down by the tracks in a little building 
over which the big one seemed to frown.” 
Why not get that gloomy old thing and 
make something of it?” the Vanek family 
questioned all around and replied by 
making the purchase. 
Market Own Brand 

After getting nicely into the feed ac- 
tivity Vanek Bros. began making feeds 
under their own brand name, “Capitol”. 
Delivering flour over a wide radius en- 
abled them to market the feeds in the 
same way and so the Capitol feeds con- 
tinue to find a big outlet. But the bulk 
of the business done right in the mill is 
with the farm mixtures. In the base- 


Record Dealers Meeting 
Held at Janesville 


The South Central Wisconsin District 
Dealers club of the Central Retail Feed 
association, reviving an organization for- 
merly known as the Retail Feed Dealers 
Association of Janesville & Vicinity, held 
its initial meeting at the Colonial club, 
Janesville, Wis., Thursday evening, De- 
cember 3. R. R. Farley, Farley Feed Co., 
Janesville, was in charge of the meeting 
which attracted an attendance of more 
than 75 feed men. 

Principal speakers were L. J. Warren, 
Murphy Products Co., Burlington, Wis., 
and Hiram Nowlan, Janesville attorney. 
Mr. Nowlan discussed and answered ques- 
tions with reference to the Social Security 
act and the dealers were so interested in 
what he had to say that they kept him 
on the floor for more than two hours. 

Mr. Warren discussed feed merchandis- 
ing. He said that only one-third of the 
livestock farmers were making money, 
one-third breaking even and the other 
third actually losing money, explaining 
that the only reason for not making 
money was the fact that most feeders 
were not keeping their feeding programs 
abreast the modern nutritional require- 
ments of their stock. He urged the deal- 
ers to individually help their customers 
with their specific feeding problems and 
to stress the user-benefits of their feeds 
in their selling activities. 

Short talks were also delivered by 
Colby Porter, Fox Lake, Wis., president, 
and David K. Steenbergh, Milwaukee, 
secretary of the Central Retail Feed asso- 
ciation. Harold Green, Krause Bros., Be- 
loit, Wis., won an attendance prize don- 
ated by the Wisco Feed Co., Janesville. 
Cigars were supplied by the Myles Salt 
Co. and entertainment provided through 
the courtesy of the Olds Seed Co., Madi- 
son, Wis., and the Farley Feed Co. 


ment are a big sheller and grinder, while 
on the main floor right next to the drive- 
way is the mixer that keeps busy almost 
continually and that points to a lesson. 
It is this: Any mill man should be sure 
in the first place that he is installing 
equipment with sufficient capacity to meet 
the eventual demand. Mr. Vanek ex- 
plained the matter as he worked around 
the mixer. 

“In the beginning we had only a half- 
ton mixer,” he said. “That was all right 
for a time, and then it got so that to 
keep up we had to work as late as 9 
o'clock at night. That got tiresome so 
we traded it in for the one you see here 
and now we can do all the mixing as a 
rule in a ten-hour day. But if things 
keep on coming as they are now even 
this one may be too small.” 

In order to be able to impart good in- 
formation on feeds and feeding to their 
customers in the North Judson territory 
Vanek Bros. began from the start to read 
everything they could get on the sub- 
jects. Especially was this true of John, 
jr., who takes such matters so much to 
heart. 

He even writes daily messages on bulle- 
tin boards for customers to read when 
they come. Each of these messages is in 
the very center of a black board out near 
the mixing section. Above and below the 
message customers are allowed to write 
their own advertising, such as live stock 
for sale. On the day of our visit to the 
mill we read this: “If your chickens 
aren’t laying, look them over for lice this 
time of the year.” It was worded so 
that it sounded human. Customers read 
these messages and are reminded by them 
to take the care that they might other- 
wise forget. 

Bulletin boards are a feature of the 
Vanek concern. Besides the one in the 
driveway for the sale ads and the mes- 
sages, there are others in Miss Annie’s 
office to show prices of everything im- 
aginable. They show scores of items 
and their quotations. 

Consider Customer’s Comfort 

In the office there are easy chairs and 
benches on which customers may sit and 
read the daily newspapers. “I’m in no 
hurry for my order,” said an old gentle- 
man to the young woman who had three 
or four things to do at once.” I’m going 
to read a while here by the fire.” 

“Make the customers, feel at home 
and they will be inclined to loiter about 
the store,” Vanek Bros. explain. ‘That 
gives them an opportunity to glance 
around at the displays and think of some- 
thing they need. As a result of our con- 
sideration for the comfort of our patrons 
we are able to make many additional 
sales.” 
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MERRY CHRISTMAS 


> » » » he folks from Minneapolis 
join in extending to you sincere friendship and 


good will and in wishing you a good, old 


fashioned Merry Christmas » » » » » 


Cereal Grading Co. King Midas Flour Mills 


Grain Merchants King Midas Flour 


Excelsior Milling Co. Leary Grain Co. 
Specialty Millfeeds Grain Merchants 


Farm Service Stores, Inc. Maney Bros. Mill & Elevator Co. 
Cod Liver Oil — Binder Twine All Feed Ingredients 


J. A. Forrest Company Midland Hay & Feed Co. 
Wholesale Flour and Feed Merchants Hay and Mill Feed 


Walter Haertel Products Co. Mullin & Dillon Co. 


Feed Products Corn—Oats—Barley—Wheat 


Hiawatha Grain Co. Northern Hay & Feed Co. 


Grain and Screenings Hay Receivers and Shippers 


R. R. Howell & Co. Northwest Linseed Meal Co. 


Mill Machinery and Supplies Headquarters for Linseed Meal 


A. E. Jacobson Machine Wks., Inc. Reliance Feed Co. 
Hammer Mills — Magnets — Mixers Millfeed Jobbers 


I. S. Joseph Co., Inc. A. L. Stanchfield & Co. 


Mill Feed Merchants Feeds — ‘‘Stand by Stan’’ 


Kantar Feed Co. Wayne Fish & Company 
208 Corn Exchange Feed Ingredients Atlas Binder Twine 


MINNEAPOLIS 


The Primary Market for Feed, Grain and Machinery 
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Durham Valley Roller Mill and entrance to blast furnace where cannon balls were cast during the Revolution 


Busy Mill Occupies Historic Site 
Where Cannon Balls Were Made 


e Water Rights Date Back More Than 200 Years 


N EASTERN Pennsylvania nine miles 

from the city of Easton, the never- 

failing water of Durham creek turns 
the water wheel in the Durham Valley 
Roller Mill. The wheel is 45-horse, 18- 
foot, overshot. 

The economy afforded by this water 
power enables Harvey K. Riegel, owner 
of the mill, to do an annual business of 
about $200,000. When there is a rush 
of business, an oil engine of 35-horse adds 
its power to that of the water wheel. 

Grinds Whole Wheat Flour 

In the last few years the Durham mill 
has ground considerable quantities of 
whole wheat flour and when Mr. Riegel 
says whole wheat he means whole wheat. 
In four months of this year he has sup- 
plied 3,000 barrels of that wholesome 
commodity to the public schools of New 
York and Brooklyn for use in their 
cafeterias. And New York is 80 miles by 
truck from Durham. 

For the local trade Mr. Riegel puts out 
Riegel’s egg mash as well as a general 
line of feeds for the farmers of the 
neighborhood. 

Court Upholds Rights 

Three summers ago the never-failing 
water power was threatened. Pleasure- 
loving new-comers in the valley above 
the mill impounded the water of Durham 
creek in a swimming pool. But the court 
put a stop to that and the new-comers 
swim no more in their pool. Mr. Riegel 
was the possessor of a water right dating 
back over 200 years. This was easily 
proven and his right to a constant flow 
of water was confirmed. 

Strangely enough this ancient water 
power was not established for an early 
grist mill as was usually the case in 
Colonial America. About 1700 Durham 
creek was dammed to furnish power for 
a primitive iron furnace. A waterwheel 
geared to leathern bellows pumped a cold 
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blast of air into the furnace. Where the 
Durham Roller Mill now rumbles, the 
ancient furnace roared. Mr. Riegel says 
that when he dug the pit for his modern 
wheel, he unearthed a cumbersome sala- 
mander of iron weighing over a ton, waste 
metal from the hearth of the old iron 
works. 
Revolution Cannon Balls 

All that remains of the old furnace 
besides the historic memories is the stone 
arch where the stack stood on the ban 
by the covered mill race. The date stone 
cut in 1727 is preserved in the museum at 
the county seat. In that year 12 bigwigs 
of Penn’s colony ordered a larger furnace 
to be erected at Durham. Some of the 
successors of these early promoters were 
discovered to be Tories at the time of the 
Revolution whereupon the property was 
confiscated by the state. Thereafter can- 
non and cannon balls, bar shot and bomb 
shells were cast at Durham for Washing- 
ton’s army, the first shipment being made 
on August 25, 1775, the earliest recorded 
shipment of shot from any Pennsylvania 
iron works. Colonial George Taylor, a 
signer of the Declaration of Independ- 
ence, was one of the whig managers, and 
James Morgan was the iron master. Mor- 
gan’s son, Daniel, was colonel of the 
frontier regiment of riflemen who fought 
the British from Canada to South Caro- 
lina. 

Called Bible in Iron 

The peace-time products of the furnace 
and its forges are interesting. Besides 
common utensils, decorative iron backs 
for open fireplaces of the period were 
cast and later plates for the sides of 
wood-burning stoves. Evidently some of 
the latter were produced for the Pennsyi- 
vania Germans, a thrifty and religious 
people, for the reliefs on the plates, cast 
from wooden moulds, illustrated biblical 
scenes and the texts were in old German. 


Die Schlang Adam und Efe Betru (The 
Snake Betrayed Adam and Eve) and 
Cain Seinen Bruter Awel Tot Schlug 
(Cain Killed His Brother Abel) are ex- 
amples. Both of these plates were made 
at Durham in 1741 as large dates cast 
on their sides and analysis of the iron 
plainly prove. They are about two feet 
square, have artistic merit, and are rare. 
There were many designs cast at Dur- 
ham and at other furnaces. Once aban- 
doned to rust these “Bibles in Iron” as 
they have been named are now prized by 
antiquarians who have been known to 
write checks for considerable sums in or- 
der to possess the rarer specimens. 
Mill Built in 1820 

In 1789 the last blast was made in the 
old furnace and a more convenient site 
on the Delaware was taken for a larger 
plant. That part of Mr. Riegel’s mill 
nearer the foreground in the photograph 
was erected in 1820. The arch of the 
1727 furnace faces its door. In this mill 
down through several owners to Mr. Rie- 
gel’s time, the water power has been in 
continuous use. 

Credit for collecting the history of 
Durham furnace must be given to Dr. 
B. F. Fackenthal of Durham township 
who by patient research has exhausted 
every source of information concerning 
it so that history and the public records 
give Mr. Riegel an incontestable right to 
his water power. 


e FRED SCHILDHAUER, New Hol- 
stein, Wis., who recently took over the 
Iverson elevator has opened a feed store 
in a building south of the plant and has 
built an addition to house a feed mill and 
mixer. 


BGONGARDS FEED MILL, Bongards, 
Minn., has installed a mixer and corm 
sheller. 
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Chains Feel Effects of Legislation 


Menace to Independents Wanes 


© New Laws Tending to Increase Operating Costs 


HAIN stores are no longer a menace. 

Their early advantages are disap- 

pearing as the ratio of their costs 
to sales continues to rise and as their 
independent competition becomes more 
alert. At some point an equilibrium will 
be reached between these two channels 
of distribution which will be accepted by 
business, consumers and the community 
alike. 

A definite drive is on, the spearhead 
of which is the Robinson-Patman act, to 
eliminate unfair discounts and allowances 
to large distributors, including the chains. 
With this legislation the emphasis. is 
shifted from the significance of the word 
“large” to that of “unfair.” If the present 
Act is thrown out by the courts or many 
vital parts are eliminated by them, other 
attempts will be made to prohibit by law 
“unfair preferences” for large buyers. 

In 1929, 9.6 per cent of our 1,500,000 
retail stores were chain stores and they 
accounted for 20 per cent of the retail 
sales. According to the 1933 census 
figures 9.3 per cent of the stores were of 
the chain type and accounted for 25 per 
cent of the total sales. Between 1929 and 
1933 the number of independent stores 
declined 2 per cent, while the number of 
chain establishments dropped off 4 per 
cent. The sales of independents, how- 
ever, fell off 53 per cent, while those of 
the chains dropped only 36 per cent. 

Although the bureau of census has just 
issued retail data for 1935, breakdowns 
for independents and chain stores are not 
yet available. It is the belief of many, 
however, that the upturn in retail sales 
started prior to 1933 and, therefore, prior 
to those of the chains. Assuming that 
the 1933 ratio between chains and inde- 
pendent sales holds for 1935, an assump- 
tion which is probably not strictly cor- 
rect, the index for independents rose to 
95 in 1935 as compared with 75 for 
chains. 

Without question, most students of the 
subject agree that chains by and large sell 
at prices which are lower than those of 
the competing independents. This saving 
can be brought about only in one or both 
of two ways. Either the chain buys at 
such low prices that it can undersell its 
competitors, or it operates more econom- 
ically. It must be remembered that the 
large and many medium-sized chains 
serve as both wholesaling and retailing 
Organizations since the chain buys direct 
from manufacturers. As a_ wholesaler 
does it buy at prices lower than those 
of its wholesale competitors? According 
to the federal trade commission whose 
figures stop with 1930 it does. Quoting 
from their final report: 

“A distribution of the various customer 
accounts by percentages of allowances on 
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sales shows that much larger proportions 
of chain than of wholesale accounts are 
found in the higher allowance brackets, 
15 per cent and up. For the grocery trade, 
this proportion for chains is almost twice 
that for wholesalers; for drugs, about half 
again as large. The surprising fact in this 
connection may be, however, that some 
wholesalers, and cooperative chains too, 


I; the independent 
fight 


against chain store competition? 


merchant winning the 
What chance has he to come out 
on top in the future? For an- 
swers to these questions read the 
article published herewith which 
is composed of excerpts from a 
talk given recently before an 
Economic association by Wilford 
L. White, chief of the marketing 
research division of the United 
States department of commerce. 


received, as large discounts as did some 
of the chains.” 

To such a general statement there are 
exceptions, of course. This point, how- 
ever, is not so important as one other. 
Were these larger discounts granted by 
manufacturers because the chains were, 
on the average, much larger than the 
wholesalers, or were they granted because 
of the superior bargaining power of the 
chains? Manufacturers grant lower dis- 
counts for both these reasons. Some 
chains have the capacity to buy in un- 
usually large quantities, considering the 
particular trade. And it is equally true 
that chains have forced down the offered 
price below the cost of manufacturing the 
merchandise and handling the order as 
specified by the chain buyer. 

The question of the relative operating 
expense of chains and independents can- 
not be answered in summary form, not 
because of the lack of statistical evi- 
dence, but because of the lack of com- 
parability of functions performed. 

If chains force manufacturers to per- 
form certain functions normally per- 
formed by competing wholesalers with- 


out compensating the manufacturers for 
this extra service and if the chains fail 
to perform certain services for the ulti- 
mate consumer, thus allowing them to 
absorb the “cost” of performing them 
themselves, it is practically impossible to 
prepare a satisfactory statistical compari- 
son which will mean anything without 
much interpretation. 

Many chains contract for a large quan- 
tity of merchandise, receiving a good 
quantity discount on the basis of their 
needs for an entire year and then require 
small frequent shipments and billings to 
individual stores. Although the cost of 
making one large sale is less, the actual 
cost of preparing the shipments, sending 
them out of the warehouse, billing and 
collecting may be just as much as, if not 
more than, the cost of handling the ac- 
counts of smaller independent com- 
petitors. especially wholesalers who buy 
in car lots. 

In the same manner, a consumer may 
be able to purchase a list of groceries, 
drugs, or dry goods in a chain at a lower 
aggregate price but if she has to pay cash, 
take home her purchases herself and per- 
form other services usually rendered by 
the independent competitors across the 
street she is performing services when 
she buys at the chain which she may not 
be required to assume when buying from 
the independent. 

That the chain operated at a lower 
margin at the turn of the present decade 
does not justify the conclusion that the 
same situation holds today. The depart- 
ment store started out as a low-cost dis- 
tributor of shopping goods to the con- 
sumer. Today it operates with a high 
margin, one which has tended higher dur- 
ing the past 15 years. I suggest the pos- 
sibility that the chain may follow this 
precedent. 

There is not much statistical evidence 
for or against this conclusion except in 
the reports of the federal trade commis- 
sion. The average gross margin reported 
by that body for chains in 26 different 
kinds of businesses was 31 per cent of 
sales in 1913; 27 per cent in 1919 and 
ranged from 27 to 29 per cent during 
the years, 1922. 1925, 1927, 1929 and 
1930. 

The trend in total expenses. however, 
is definitely upward. In 1913 the ratio 
of operating expenses to sales was 24 
per cent and by 1919 it had dropped to 
20 and rose gradually to 24 per cent in 
1930. It is my opinion that operating 
costs of chains will continue higher and 
to this degree lessen the price difference 
between the chain and the independent. 

While this gradual change is taking 
place the independent channel of distribu- 

(Continued on Page Thirty-six) 
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Deer Hunters! Send Your Tale 
To the Buck Shots Club 


UDGING by the lucky hunters who 

bagged a deer this year and the num- 
ber of stories explaining how it was done 
which are piling up on the editor’s desk, 
the Buck Shots club, an organization of 
successful nimrods sponsored by The 
Feed Bag, is due for a big boost in mem- 
bership. 

All of these masterpieces of narrative 
will be published in the January issue and 
the author of each automatically becomes 
a member of the club. A mail ballot will 
follow and the person who is selected by 
the readers of The Feed Bag as the one 
who has told the best story becomes pres- 
ident or “Big Shot” of the organization. 

Walter Uebele who is still chief poten- 
tate of the club by reason of his tale which 
wowed them all two years ago came home 
with a deer again this season and is now 
sitting up nights preparing another mas- 
terpiece which he expects will retain for 
him the office of “Big Shot”. His title 
winning story was reprinted in the Novem- 
ber issue of The Feed Bag, but here is 
another taken from among that season’s 
contenders which will give new hunters 
seeking the “Big Shot” post an idea of the 
competition they must overcome. 

“T started out early from camp,” the 
Buck Shots club member explains, “and 
hadn’t travelled more than a quarter of a 


mile before innumerable shots from over- 
enthusiastic hunters began whistling by, 
breaking twigs overhead and on both 
sides of me. I fell to the ground and at- 
tempted to crawl back to camp as the 
barrage continued throughout the day. 
My sense of direction was wrong under 
the circumstances and about the middle of 
the day I looked up and saw a sign, ‘Wild 
Life Refuge’. At last I was safe and lay 
on the ground exhausted. I didn’t re- 
member anything more until I woke up 
about dusk to see a five point, 135-pound 
buck grazing nearby. I staggered to my 
feet and my hunt ended successfully with 
one shot from my 30-30.” 

Maybe you can do better or worse but 
sit down tonight, write a letter explaining 
how you brought down your venison and 
send it with a photograph. if you have 
one, to Buck Shots club, c/o The Feed 
Bag, 741 N. Milwaukee street, Milwaukee, 
Wis. The sky is the limit. And remember 
that your letter automatically makes you 
a member of the club in which there are 
no dues to pay and also puts you in the 
running for the office of “Big Shot”. 


++ 


e VAN DAM & SON, Rio Creek, Wis., 
have completed the construction of a 
25x100 foot warehouse and have added 
new equipment. 


Merry Christmas 


and 


Wappy Year 


OLD PROCESS 


37% LINSEED MEAL 


PITTSBURGH 
PLATE GLASS COMPANY 


Linseed Oil Division 


Milwaukee, Wisconsin 


SUTTERMIL® 
COD Liver on 
AND MINERALS 


MANUFACTURED OY 


WAUSAU 


BRUSH HORN BUCKS 


Ten of 13 big bucks shot by a party of feed 
men during the recent Wisconsin season. Included 
in the party were Le Roy La Budde, La Budde 
Feed & Grain Co., Milwaukee; Paul Gebert, 
Lincoln Mill, Merrill, Wis.; C. R. Marks, Feed 
Supplies, Inc., Milwaukee; and David K. Steen- 
bergh, managing editor of The Feed Bag. 


e BARBER & BENNETT, Albany, 
N. Y., have remodelled their plant and are 
installing additional feed manufacturing 
equipment. 


f 


Merry Christmas 
and a 
Happy New Year 


| \ 


The entire staf} 


of the Northern Milling Co. extends to 
you personal wishes for a Most Merry 
Christmas and a Happy and Prosperous 
New 
for your past patronage and pledge 


Year. We sincerely thank you 


ourselves to warrant, always, your 


treasured good will and confidence. 


NORTHERN MILLING CoO. 


Since 1883 WISCONSIN 
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Hummer Keeps Business Humming 


Working Regular Feed Routes 


@ Sales Show Steady Increase Since Start in 1932 


N the spring of 1932, practically all 

business was prostrate. At that time, 

C. H. Hummer, Jr., Kingston, N. Y., 

demonstrated both courage and foresight 

by obtaining a commercial feed franchise 

and going into the retail feed business, 
starting absolutely from scratch. 

His city with a population of 30,000 is 
in the poultry, dairy and orchard country 
in historic Ulster county, a good sort of 
town for the feed man. However, there 
was plenty of competition and people were 
blue and discouraged. The concensus of 
opinion was that Hummer wouldn’t last 
long. But today he is enthusiastically on 
the job with four busy employees, four 
years of success behind him and a national 
reputation as a feed merchant selling 95 
per cent of his volume by farm-to-farm 
solicitation. 

Established Route System 

“My policy from the beginning,” he 
said, “was that of personal contact with 
consumers. When I could be spared or 
thought I could be spared from the store 
I drove out and called upon surrounding 
farmers. I found that the habit of Mr. 
Farmer was to buy from older dealers. 
That is why I figured out the route sys- 
tem. I wanted to see farmers regularly 
every week.” 

Mr. Hummer hired a bright young 
outside salesman and provided him with 
a car. Together, they mapped five feed 
routes for the first five days of each week. 
Each route involved the making of more 
than 50 calls. The idea was to deliver 
Monday’s sales on Tuesday, Tuesday’s 
sales on Wednesday, and so on until Sat- 
urday when deliveries would catch up 
with sales. The first week was devoted to 
getting well acquainted and to advertis- 
ing the convenience of the proposed sales 
and delivery. Farmers seemed pleased 
with the prospect. They visualized at 
once the advantage of having the same 
salesman calling the same day each week 
with delivery within 24 hours. 

System Clicks From Start 

“When the salesman started out the 
second week, orders started coming in,” 
continued the feed merchant. “Not such 
a big volume but it increased steadily, 
until now most routes often require the 
making of two delivery trips. Frequently, 
we just can’t stack enough on a five-ton 
pag: to fill the orders of the previous 

ay.” 

Mr. Hummer believes that no sales- 
man should be required to make truck 
deliveries. It is better if he will focus 
on getting orders. Occasionally customers 
make an emergency call by telephone, 
and the salesman will drop a few bags 
of feed to tide the farmer over until the 
following day. On account of these emer- 
gency orders, the car used at first has been 
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abandoned and the salesman rides in a 
neat half-ton pick-up truck. This vehicle 
operates as cheaply as the car and is 
much more satisfactory to the salesman. 
Farmer Likes Promptness 

“Regularity and promptness are im- 
portant in feed selling from farm to 
farm,” explained Mr. Hummer. “Farmers 
appreciate it if the salesman makes his 
regular call not merely the same day 


N outside salesman employed 
by C. H. Hummer covers a 
series of five feed routes and 
calls on the same group of farm- 
ers on a certain day of the week. 
He makes the sales and a truck 
follows with deliveries. The plan 
has proved to be a real profit 
maker. 


each week but about the same hour of the 
day. In this way, a spirit of friendliness 
is developed. Customers find we know 
our business and treat them squarely, 
so they depend upon us more and more to 
take care of their feed needs with the 
least worry to themselves. We have cus- 
tomers who leave it up to my salesman. 
The salesman goes into the customer’s 
feed room, checks up what is there, esti- 
mates the needs for another week and 
writes his own order. The farmer con- 
tinues his work in the fields or whatever 
he is doing fully assured that we will 
protect his interests.” 
Outside Man Important 

Mr. Hummer mentioned last Labor Day 
as an example of the importance attached 
to feed delivery service by farmers. The 
holiday was a Monday, of course, and the 
feed store was closed putting sales calls 
and deliveries a day late. Approximately 
50 telephone calls were received asking 
why the salesman failed to show up, 
many with real emergency orders to be 
filled. Some were positively indignant but 
when they were reminded of the holiday 
and promised rapid service the remaining 


days of the week, everything was adjusted. 

The success of feed sales and delivery, 
Mr. Hummer points out, must depend 
largely upon the adaptability and relia- 
bility of the outside man. He should be 
chosen with care, provided with all sorts 
of facts and sales helps, given ample en- 
couragement and moral support and then 
he should produce business or make way 
for somebody who can produce. 

In the Hummer business, the route sys- 
tem worked out well because the pro- 
prietor was in symapthy with the plan 
and the salesman was able to win the con- 
fidence and esteem of the feed consumers. 
Mostly because the route system suc- 
ceeded, his volume for 1936 is 50 per cent 
better than in 1935. 

Figures Show Increase 

Looking through the books, it will be 
found that this increase is visible every 
week. Take one of the early months of 
the year as an example. Sales increase 
over the corresponding month in 1935 
was $950.21. Exactly $756.31 of this in- 
crease came from the routes—only $93.90 
in the store. 

Another spring month of 1936 made an 
increase over the same month in 1935 of 
$954.10, the routes being responsible for 
all except $98.79. Under the heat of 
August’s sun, a similar increase of ap- 
proximately 53 per cent was realized. 

Concentrates on One Brand 

At this time, Mr. Hummer sells an 
approximate tonnage of 1200 tons, with 
about 700 tons commercial feeds. He car- 
ries a complete line of a single nationally 
advertised brand. Most of his advertising 
is direct mail. He cooperates whole- 
heartedly with the feed manufacturer, 
reads feed trade papers, believes in the 
future of commercial feeds and bends 
every effort to be a good friend to 
everyone. 

These qualities plus his vision of the 
true possibilities of outside sales and de- 
livery and his willingness to go after busi- 
ness when it would not come to him have 
made him one of the best known men in 


the retail feed circles of the Empire 
state. 


@ DICKERSON produce and feed plant, 
Knoxville, Ia., was recently destroyed 
by fire with a loss estimated at $40,000. 


Construction of a new building is well 
under ‘way. 


@ HAMLET GRAIN & FEED CO. 
elevator, Hamlet, Ind., was destroyed by 
fire November 16 with a loss of $40,000. 


@ R.L. FRITINGER, Middlefield, Ohio, 
is building a new addition to his mill. It 
: one story high and will measure 50x40 
eet. 
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@ S. Q. FRENCH, owner of the Sioux 
Valley mill, Hawarden, Ia., has taken 
over the property from Ernest Larson 
and will operate it under the name Sioux 
Valley Mill Co. 


ae 


NEW CONCENTRATE 

Development of a molasses and dry 
buttermilk concentrate for animal and 
poultry feeds, said to be the first successful 
combination of cane molasses and dry 
buttermilk, has been announced by the 
Collis Products Co., St. Paul, Minn. C. 
M. Peterson, president of the firm, ex- 
plains that the new concentrate will en- 
able feed manufacturers and mixers to 
prepare and supply with little effort a 
supplement that is high in protein and 
vitamin G. 


lowa Inde 


pendent Feed Dealers 


Plan Year’s Activities 


Four major planks have been selected 
for the platform of the Independent 
Feed Dealers of Iowa for the coming 
year and efforts will be concentrated on 
these objectives by a special committee 
appointed to direct the program. 

The first will be the developing of a 
workable finance plan for feed dealers. 
Bankers and attorneys have been con- 
sulted on the project and they are now 
working on the idea with the view of 
helping all members of the association, 
regardless of the size of their business, 


IT’S TIME TO FEED—QUAKER 


Available in 16%, 20% and 24% protein content, Quaker Dairy 
Ration offers the milk producer a choice to suit the feeding needs 


of his herd. In many localities Quaker Dairy Rations have been the 
steady year after year selection of a large number of dairymen. 
These practical men continue to buy because they get a profit 
paying production by using these feeds. That means a steady 
business for the Quaker Dealer. 

The farmers and dairymen of your community, too, can get better 
production from their herds 
and make more milk money by 
feeding Quaker Dairy Rations. 

You can afford to make a 
special effort to push sales of 
Quaker Dairy Rations. Sat- 
— isfactory results to your cus- 

will build a steady ad- 

SAN dition to your yearly income. 
THE QUAKER OATS COMPANY 
Dept. 15-L, 141 W. Jackson Blvd. CHICAGO, U. S. A. 


to finance sales of feed to reliable cus- 
tomers. The plan is expected to be an- 
nounced in the next 30 or 60 days. 

The second plank of the association’s 
platform will be a concerted drive to keep 
the farm bureaus and county agents out 
of the feed business. Work has already 
been started in this direction and each 
member will be informed shortly on how 
he can cooperate to attain this objective. 

The third plank will be the conducting 
of an intensive membership campaign 
that will build up the association and give 
it the necessary strength to achieve its 
ends. 

As the fourth plank the association has 
selected drafting of a trucking bill in 
cooperation with other organizations for 
the purpose of abolishing the competition 
of transient truckers. All types of legisla- 
tion affecting the feed business will be 
carefully watched, the favorable bills sup- 
ported and the unfavorable opposed. 

The committee appointed by Ralph 
Sprague, Sprague’s feed store, Oelwein, 
president of the association, to direct the 
program includes I. G. Balensiefer, Bal- 
ensiefer Seed & Feed, Waterloo; L. R. 
McKee, McKee Feed & Grain Co., Mus- 
catine; Roy A. Scofield, Roy A. Scofield 
Co., Council Bluffs; John Hinck, Hogan 
& Hinck, Corning; William Barr, Ames 
Reliable Products Co., and George H. 
Schaaf, Schaaf’s feed store, Des Moines. 

“This is your organization,’ Mr. 
Schaaf, secretary of the association, said 
in announcing the program. “This com- 
mittee is merely working as your repre- 
sentative to help to improve your busi- 
ness and build it on a firmer foundation 
through the combined efforts of all. The 
committee will be very glad to hear 
from you as to what you think we should 
do this coming year and is always glad 
to receive your comments, criticisms or 
suggestions. Unless you help us we cannot 
succeed.” 


FEEDING BOOKLET 


National Cottonseed Products associa- 
tion, Dallas, Tex., has just issued a new 
and attractive booklet entitled “1937 
Feeding Practices.” The publication is 
well illustrated, and contains feeding sug- 
gestions and rations for all types of live- 
stock and poultry. Copies may be ob- 
tained free by writing the association at 
1411 Santa Fe Building, Dallas, Tex. 


ISSUE PRICE CHART 


La Budde Feed & Grain Co., Milwau- 
kee, Wis., is preparing a seven-color chart 
showing the weekly price range of various 
ingredients for the past five years and 
will have copies ready for distribution to 
the trade the second week in January. 
The chart will cover bran, middlings, oil 
meal, soybean meal, brewers grains, malt 
sprouts, corn, oats and gluten feed. 
Copies may be obtained free by writing 
direct to the company at the Grain & 
Stock Exchange building, Milwaukee. 
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National Association 
Begins New Service 


To Feed Trade 


C. DREYER, Dreyer Commission 

Co., St. Louis, Mo., has been ap- 

pointed a member of the board of 
directors of the Grain & Feed Dealers Na- 
tional association. Mr. Dreyer, nation- 
ally known in the feed trade, will give 
representation to this branch of the in- 
dustry on the board. 

His appointment by S. W. Wilder, 
Cedar Rapids, Ia., president of the asso- 
ciation, marks the first definite step to- 
ward injecting into the national organiza- 
tion a group of men who will work hand 
in hand with the grain interests to serve 
the feed industry on a national scale. 

The present plan of the national asso- 
ciation executives calls for the estab- 
lishing of a feed trade relations council 
composed of leaders in the feed trade 
who would suggest and direct the feed 
trade activities of the organization. This 
council would not be confined to direct 
members of the national association but 
would include, if found desirable, or- 
ganization secretaries, feed men of other 
organizations and men in the field with- 
out reference their membership in the 
national group. 

It was felt by many feed men that 
some new form of NRA may be pro- 
posed soon and that some form of na- 
tional contact which would enable feed 
men and feed organizations to move 
quickly and efficiently through a national 
office, in case of such proposals, was 
necessary. Further need for a national 
clearing house, it was pointed out, has 
also been accentuated by recent legisla- 
tion including the Social Security act, the 
Robinson-Patman act and other bills. 

Ray B. Bowden, secretary of the Grain 
& Feed Dealers National association, has 
announced that the organization is also 
considering the issuing of a monthly 
bulletin in mimeographed form to the 
various feed organizations. This bulletin 
would include a resume of news of inter- 
est among feed organizations; analyses of 
laws and regulations affecting feed men; 
information on conventions, proposed 
laws and regulations, etc. He has sent a 
special letter to all feed trade groups ask- 
ing for suggestions on this service and 
also requesting them to tell what they 
want the national to do for their mem- 
bers. 

In accepting the appointment as a 
member of the board of directors of the 
national association Mr. Dreyer issued 
the following statement: 

“Frankly, my only object in accept- 
ing is by reason of the fact that al- 
though the association has been called 
Grain & Feed Dealers National for some 
years the feed interests have certainly 
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not received the consideration to which 
they are entitled. ; 

“When the NRA was enacted into law, 
it became necessary for the feed interests 
to formulate some organization or asso- 
ciation through which they were com- 
pe'led to draw up codes, the solicitation 
of members, etc. which undoubtedly cost 
the national association quite a few mem- 
bers among the feed industry. 

“Hence, with proper representation of 
the interests of the feed men, which is 
being so kindly recognized, it shall not 
be alone my endeavor, but those of the 
feed industry, to give the national as- 


sociation every support and cooperation 
possible.” 


e CHARLES A. KRAUSE, president, 
Chas. A. Krause Milling Co., Milwaukee, 
accompanied by Mrs. Krause spent the 
Thanksgiving holidays with his daughter, 
Ann, at Washington, D. C. They also 


visited New York during their eastern 
trip. 


E. C. DREYER 


Mr. Dreyer, veteran head of the Dreyer Com- 
mission Co., St. Louis, has been chosen to repre- 
sent the feed trade on the board of directors of 
the Grain & Feed Dealers National association. 


e W. D. WALKER, Arcady Farms 
Milling Co., Chicago, and Adolph Bresler, 
Chicago Meat Products Co., recently 
spent a few days at French Lick, Ind., 
previous to going East to attend the con- 
vention of the Association of American 
Feed Control Officials in Washington, 


Institute Proposes to Certify 
Milk Content of Feeds 


MERICAN Dry Milk Institute, Chi- 

cago, has proposed a plan which will 
enable feeders to know the dry skim 
milk content of all feeds claiming to 
have this ingredient. 

Offering of the use of a certificate to 
any and all feed manufacturers who will 
abide by certain contract conditions es- 
tablished is contemplated by the insti- 
tute in an announcement recently sent 
to the trade. Main points involved in 
the plan are as follows: 

1. The emblem applies only to the 
use of dry skim milk. 

2. The feed manufacturer will plainly 
state the amount of milk contained, either 
as a percentage or in pounds per ton. 
The emblem will not serve as an ap 
proval of a minimum quantity but will 
certify the amount appearing on the bag 
or tag. 

3. The feed manufacturer agrees to 
allow plant inspection and a check of 
the amount of dry skim milk used. This 
inspection is to be made by an institute 
representative during regular business 
hours. 

4. The institute will obtain samples of 
certified feeds from the field and deter- 
mine the lactose (milk sugar) content in 
its own laboratory by means of the meth- 
od developed in that laboratory. 

5. Provisions will be made for the 


prompt withdrawal of the use of the em- 
blem for violation of the contract con- 
ditions, allowing for reasonable recheck- 
ing of the samples. 

A fee will be asked as an indication 
of earnest cooperation in the plan and 
the institute will furnish necessary em- 
blems, posters and other advertising ma- 
terial including a sales manual to pro- 
mote the merchandising of feeds con- 
taining milk. Announcement of the new 
program has been issued by the institute 
from the offices of C. W. Sievert, who 
has requested feed manufacturers and 
others interested to make comments and 
suggest improvements. 


BROKERS REGISTER 

More than 700 commodity futures 
commission merchants have been regis- 
tered under the Commodity Exchange 
Act which recently went into effect. 
Nearly 600 floor brokers operating on the 
commodity futures exchanges designated 
as contract markets have also been regis- 
tered. The provisions of the Commodity 
Exchange Act which became effective 
September 13, 1936, make it unlawful to 
engage as futures commission merchants 
in soliciting or accepting orders for com- 
modity futures to be executed on contract 
markets without having registered with 
the secretary of agriculture. 
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Serves the East, Too... 


I noticed that you run a column headed 
“Letters.” Here is one you may print 
entire or in part as you choose. 

Your change of type face and improve- 
ment of the quality of paper in The Feed 
Bag is a boon to weary eyes. When I 
became secretary of the Eastern Federa- 
tion of Feed Merchants, I felt that I 
was obliged to wade through the stack 
of trade papers which Albert J. Thomp- 
son, president of the federation, dumped 
on me. Of course, several copies of The 
Feed Bag were among them. The change 
of dress of your magazine makes keep- 
ing up with this reading much easier. 

I have also felt that as secretary I 
was duty bound to read through the files 


Lottons 


of the federation. In this reading I have 
encountered objections by one of our 
members who thought that The Feed Bag 
was of no interest to the eastern dealers 
and that money used by the federation 
to send your magazine to its members 
would be better spent for bulletins. If 
that objection were valid last year, I 
cannot see that it would apply to your 
recent numbers. The run-of-the-mill sec- 
retary along with his other duties would 
have to be quintuplets to gather and 
edit for a bulletin anything like the in- 
formation contained in your October num- 


MILLIONS of FARMERS and STOCKMEN 
Learn More Every Day About 


FEEDING COTTONSEED MEAL 


Advertising about Cottonseed Meal is being read by 
more than 31/, million farmers and stockmen, in farm 
and stock journals. The three advertisements repro- 
duced above are typical of the type of copy appearing 
in these journals throughout the fall, winter and spring 
season. Successful farmers and feeders by the thousands 
have proven the high efficiency of this rich protein 
concentrate. More are demanding Cottonseed Meal in 
the ration every day, for economical production of 
beef, pork, milk and horsepower. 


Cottonseed Meal In ‘The Mixture 


Makes Easier Sales! 


Educational Service 
NATIONAL COTTONSEED PRODUCTS ASSOCIATION, Inc. 


1411 Santa Fe Building 
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ber for instance. There you have matters 
of interest to the independent dealer, 
eastern or western. In that number you 
report the conventions of two eastern 
associations, print several personals about 
eastern dealers, and what is more im- 
portant your contributors instruct the in- 
dependent dealer, wherever he may be 
situated, how to stand up and fight the ir- 
regular competition of others than his 
neighboring, legitimate dealers. 

The same objecting member says that 
The Feed Bag is filled with advertise- 
ments for the western territory. Well 
maybe that objection will hold water, al- 
though there are several eastern adver- 
tisers in your columns and many of the 
West whose products ought to be quite 
acceptable in the East. Maybe eastern 
advertisers are missing something. 

Although I am without much experi- 
ence, I venture to say that the eastern 
dealer should be benefited by a careful 
study of the merchandising articles in 
The Feed Bag. 


LOUIS E. THOMPSON 
Eastern Federation of Feed Merchants 
Glen Ridge, N. J. 


Good Companion .. . 
The Feed Bag is always in my travelling 
bag. I enjoy it. 
RUSSELL TRUMPY 
Wisconsin Farm Bureau Federation 
Madison, Wis. 


Easy to Read .. . 


I have just finished reading The Feed 
Bag and want to congratulate you on 
the improvement made in your headlines 
and body text. The type face is very 
clear with the result that the copy is 
much easier to read. 

I think this particular issue is about 
the best I have seen for a long time. It 
is full of live, interesting news and the 
new type certainly makes a vast im- 
provement in general appearances. 

F. J. Holt 
Health Products Corp. 
Chicago, IIl. 


Calls It Dandy .. . 


Have just received my first issue of 
The Feed Bag and am reading it with 
a great deal of interest. Your October 
issue is a dandy and I am glad to be on 
your list. Best wishes to The Feed Bag. 

HAROLD THOMPSON 


Ann Arbor, Mich. 


Liked Editorial . . . 

I want to congratulate you on the 
editorial in your issue of October. It hits 
the nail on the head. I will be glad to 
learn what later developments take place 
following the annual convention of the 
Grain and Feed Dealers National Associa- 


tion. 
FLOYD OLES 

Pacific Northwest Feed Association, Inc. 
Seattle, Wash. 
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Merchandising Farm Supplies 


(Continued from Page Fourteen) 


stration can be carried on in a window. That would hardly 
be practical, however, when the hogs get very large or if a 
steer or dairy cow were used in the demonstration. 

Day after day (if you render delivery services) your truck 
is running about all over your trade territory. As it goes 
out on the road do the farmers think, “Hum’m, there goes 
another truck” or are they able to recognize it and think “Golly, 
there goes Jim Jones’ truck again.” Just as it is possible to 
individualize your store with attractive painted signs to tie 
up with the trademarks of the lines you are handling, it is 
equally practical to do the same thing with your truck. An 
attractive truck—an individual truck—is equivalent to a painted 
advertising sign moving all about your territory. 

From time to time you will be given the opportunity to 
participate in local and county fairs or parades of various 
sorts. Whether you want to spend much money for such 
participation must remain a matter of your own judgment. 
As a rule such affairs are more in the nature of community good 
will enterprises rather than strict selling. They may be worth 
participation from that standpoint. 

In some localities the moving picture theater offers another 
medium for farm supply dealer advertising. Movie slides are 
available from some manufacturers for use in theaters that can 
use them. Some even supply short movie reels—comedy and 
educational features. One or two machinery manufacturers 
have talking films available for use in educational meetings 
but these have not yet been generally adapted to picture 
theatres. Some dealers may want to have slides made up 
using pictures of their feeders and evidence of results as a 
basis. Some theaters have been known to run educational 
and comedy films free of charge because of their general 
interest. If they are 100 per cent advertising, however, you 
will have to pay for the running. 

Moving picture rates are frequently high in proportion 


to the value the dealer gets from such advertising. He must 
consider very carefully the percentage of “usable circulation” 
he will get. If farmers come in to the picture show on just 
one or two particular nights of the week, the other nights are 
largely waste and if two-thirds of the house is made up of 
city folks the advertising rates will be rather high in propor- 
tion to the number of prospective purchasers who see them. 
It is questionable whether a dealer will want to advertise 
in the movies should such advertising cost him more than 
$4.00 or $5.00 a week. 

A mid-western retail hardware dealer has a unique movie 
advertising plan of his own. He takes his own movies using 
a 16 mm. camera and projection machine. He takes motion 
pictures of local farm men using modern farm and barn 
equipment and local farm women using modern household 
appliances—all bought at his store. These moving pictures are 
shown on two Saturday nights of each month. It isn’t hard 
to guess that the farmers take tremendous interest in this 
home-made picture show. 

Now we have a new medium of advertising—the radio— 
a form which a number of dealers have already tried. In the 
Middle West and East, where farm supply merchants are closer 
together, several groups have joined in cooperative radio pro- 
grams. In both cases the time on the air ranges from 15 minutes 
to a half hour at a time. One group in southern Indiana has 
been on the air every day for several years. 

Another form of radio advertising being tried is known 
as “flash” advertising. The station arranges a program of 
music. Following each number, a 50 word announcement is 
read advertising the product of one of the dealers participating 
in this particular program. The reputed advantage of this form 
of program is its relatively low cost to the merchant. 

The Indiana group of merchants are thoroughly sold on 
the air program. Their opinion is based upon comments of 
their customers. Dealers who have tried “flash” form of radio 
advertising haven’t, as far as the writer’s knowledge is con- 
cerned, had any noticeable results from it. Possibly a single 
“flash” announcement is insufficient to make a lasting im- 
pression as are also a series of only 12 or 15 weeks’ participation 


KANE SYRO 


fresh, supply. 


tank cars or barrels. 


PHILADELPHIA 


FEEDING MOLASSES 


Pom plantatinr you / 


A genuine SO Sugar Cane Molasses imported direct from the sugar producing countries, Kane Syro 
is rich in sugars and the other natural ingredients that make molasses so valuable for feeding livestock. 
Fast tank steamers with an average capacity of a million and a half gallons each, provide a constant, 


A dependable service plus quality and low cost at your disposal. Order now for prompt delivery in 


NATIONAL MOLASSES CO. 


PENNSYLVANIA | 
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Merry Christmas 


..- Obat your Christmas is the best 
you ever had and the Mew Year 
most happy and prosperous is our 
sincere wish to you. 


Milwaukee Tallow & Grease Co. 
131 S. 7th St., Milwaukee 
JOE FREE, Manager 
DEUTSCH & SICKERT CO., Distributors 
GRAIN & STOCK EXCHANGE 


Our record of more 


than 15 years in the feed business 


assures our customers of intelligent and proper handling 
of orders for carloads or l.c.l. shipments. We welcome the 
opportunity of quoting on Mill Feeds, Oilmeal, Grain, etc. 


FARLEY FEED CO. 


Wholesale only 


JANESVILLE, WISCONSIN 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss. 
Your patronage is appreciated. 


Conflicting Control Laws 


Burden to Feeders 
(Continued from Page Thirteen ) 


crept the varying rates of inspection and 
registration fees. 

I do not argue that the inspection tax 
should be the same in all states, but I 
do claim that where these taxes are col- 
lected in excess of adequate inspection 
and control needs, commensurate with 
the traffic in feedingstuffs, that such tax 
rates should be adjusted and that this 
surplus of funds thus created should not 
be diverted into channels of revenue for 
other purposes. 

Feeders, manufacturers and some feed 
control officials share this view. It is also 
shared by others, none other than the 
supreme court of the United States for 
they have repeatedly upheld state inspec- 
tion laws where the fees fixed were no 
more than reasonably necessary to cover 
cost of inspection but have declared them 
invalid where the receipts were so far in 
excess of costs as to indicate clearly that 
the laws were a revenue and not a bona 
fide inspection measure. 

Courting a New “Tea Party” 

Inspection fees derived from feeds, 
fertilizers, cottonseed meal, seeds and 
other related articles in many of our 
states are showing a profit to the state 
of 100 per cent and more. This profit 
we all know originates through excessive 
inspection fees collected by you, which 
you in turn are required to pay into the 
general fund and then through the process 


improve sanitation. 


Commercial 
Research 


Minneapolis, Minn. - - 


HYGENO LITTER 


LAPP’S HYGENO POULTRY LIT- 
TER is Dustless .. Medicated . . Fireproof. 
It is especially treated with chemicals mak- 
ing it distasteful to chicks and poultry and 
also giving it disinfectant properties to 


APP 
| ABORATORIES 


WIE IN CONCENTRAIES 


VACTO-LAC 


Why take chances with 
poor Hatches? Lapp’s 
VACTO-LAC increases 
production . . Hatchability 
. . Livability. Hatcheries are 
demanding that VACTO- 
LAC be fed to their flocks. 
It increases hatchability ten 
to twenty per cent. 


Write now for prices and 
information. 


- Nevada, la. 


S. 
W oopworri, 


WAREHOUSE 
@ Licensed — Bonded e 
Storing All Kinds Flour & Feeds 


18th Ave. S. E. & Elm St. 
MINNEAPOLIS, MINN. 
(Successors to 
E. S. Woodworth & Co.) 
Mrs. E. S. Woodworth, President 


1937 Model 
Feed Mixer 


MILL MACHINERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


THE DUPLEX MILL & MFG. CO. 
SPRINGFIELD, OHIO 


For MORE EGGS 


Recommend Cod Liver 


KIEL OIL 


Poultry raisers everywhere get more eggs from Cod 
Liver KIEL OIL. It’s rich in Vitamins A, and 
D. Stock and recommend it to your customers. 
Only 65c per gallon in 30 gallon drums. Try Kiel 
“E’’ High-Hatchability oil for breeding flocks. 


VAL-A COMPANY 


43rd & S. Damen Ave., Chicago, Ilinols 
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of direct appropriations operate your in- 
spection and control service. The records 
in many states are filled with glaring 
injustices that have been perpetrated up- 
on the farmer and feeder, for by no 
stretch of one’s imagination could it be 
said that anyone else but they pay this tax. 

Some day, unless this tremendous di- 
version of feed tax collections is ended and 
it dawns upon the feeders of those states 
where it persists that his pocket book is 
bearing the brunt of this excessive cost 
of feed inspection service, they may with 
wrath and indignation follow the foot- 
steps of their ancestors who raided the 
British ships in Boston harbor that event- 
ful night of December 16, 1773, and have 
a “tea party” dedicated to that unsavory 
thing we call “taxation without repre- 
sentation” or to modernize the thought, 
“feed taxation without adequate inspec- 
tion.” 

Some officials have declared that the 
feed manufacturers themselves should by 
legal process attack the state laws which 
create, through excessive collections, these 
unconstitutional situations but it should 
be remembered that the feeder who pays 
this tax is looking to you as feed control 
officials and leaders in your respective 
committees for his protection. The man- 
ufacturers will be glad to help but we feel 
the effort to correct this unlawful situa- 
tion should originate with you and those 
associated with you in the administration 
of your home state affairs. 

Feeder Is Real Boss 

I want each and everyone to know how 
greatly the American Feed Manufacturers’ 
association appreciates this annual oppor- 
tunity you give us to meet with you and 
participate in your program. Yours is the 
right to rule and ours the privilege to 
obey. Yet, let neither of us forget that 
we are both subservient to that great bul- 
wark of our national life—the american 
feeder. He is your constituent, he is our 
customer. Therefore, on this common 
ground we should always be able to 
meet just so long as our combined service 
to him is our zealous objective. 


NEW HOUSE ORGAN 

Ultra-Life Laboratories, East St. Louis. 
Ill., is publishing a new house organ 
which it furnishes to dealers for circula- 
tion among farm customers. S. E. “Pete” 
Peterson, Behel & Waldie, Chicago, ad- 
vertising agents for the firm, is editor of 
the publication. 


DISTRICT MEETING 

How dealers can take advantage of the 
advertising helps offered by commercial 
feed manufacturers was explained by 
Lloyd Larson, Hubbard Milling Co.. 
Mankato, Minn., at district meeting of 
the Northwest Retail Feed association 
which was held at Plato, November 23. 
Mr. Larson pointed out that considerable 
time and money is spent by the manu- 
facturers on sales data and that dealers 
who utilize it are bound to obtain sur- 
prising results. I. J. Muelners, director of 
the association, from that district was in 
charge of the meeting. The final district 
parley for the month was held at Forest 
Lake, Minn., November 23, with E. J. 
Houle, another director, presiding. 
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900 DEALers 
Recommend N 0 M i L ‘A 


CALF FOOD 


They can’t be wrong. Since 
1885, No-Milk has saved 
money for three generations 
of dairy farmers. No-Milk is 
4a now better than ever—con- 
tains all the vitamins. At 
your dealer, or he will ord- 
er for you. 


NATIONAL FOOD CO. 


FOND DU LAC wis. 


NO-MILK 


CALF FOOD 


Our ads tell the farmers 
to ’ ‘get it from their feed 
dealer.” 

.s0 don’t be out of 
No-Milk when your cus- 
tomers ask for it. 

A postal request will 
bring you complete infor- 
mation about our profit- 
making dealer proposition. 


STRUVEN'S FISH MEAL 


» The economical source of Proteins and Minerals in this market « 


or PHONE 


THE CHAS. M. STRUVEN COMPANY 


BALTIMORE, MARYLAND 


FOR MODERATE PRICES, PROMPT SERVICE ON ANY QUANTITY OF . 


New MENHADEN FISH MEAL 


Just made from the Whole Fish — fresh from the Sea 


WRITE... 


Shippers of... 


Corn Oats 
Feed Barley 


Poultry and Milling Wheat 


° Any Grade 
°* Any Quantity 
°* Any Time 


Bunge Plievator 


MINNEAPOLIS 


Write or Wire for Quotations 


MINNESOTA 
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@ KENT & CO., Des Moines, Ia., whose 
plant was destroyed by fire last August, 
have completed plans for the immediate 
construction of a new warehouse in Des 
Moines and a new plant in Muscatine, 
Ia. The Des Moines establishment will 
operate as Kent & Co., while the Musca- 
tine division is to be known as the Missis- 
sippi Valley Grain & Feed Co. 


e C. W. SLEASMAN is operating the 
Ingram flour mill, Smithsburg, Maryland, 
which has been idle for several years. 

@ H. LEE EARLY, founder of the firm 
of Early & Daniel, Cincinnati, Ohio, 
died at his home November 17. He was 
77 years old and had been failing in 
health for some time. 


Sell Poultry..Dairy Sanitation at a Profit 


use HTH-15 solutions to disinfect incubators, brooders, poultry houses 


and equipment. 


Dairymen use HTH-15 solutions to sterilize dairy equip- 
ment. It kills bacteria, keeps bacteria counts low. HTH-15 
meets the requirements of sanitary codes everywhere. It is 


safe to use on dairy metals. 


Safe- Effective: Economical | 


@ Because it is so handy to use, so economical and so effective, poultrymen 
and dairymen become immediately enthusiastic about HTH-15. Stock this 
modern disinfectant and cash in on a year ’round profit maker. 


How HTH-15 is Used 


Poultrymen use HTH-15 as a dust to control colds and other respiratory 


Comes in Powder Form 


Easy to handle—easy to use. A handy mea- 
suring spoon in every can—just add to water 
as needed. No waste from loss of strength, 
container breakage, freezing or lumping. 
Economical for user—an easy seller for you. 


Write for full details of our dealer proposition. 


CHECKS COLDS, ROUP, 
diseases. They put a little in drinking water to check spread of disease. They BRONCHITIS*STERILIZES 
POULTRY EQUIPMENT 


STERILIZES DAIRY EQUIPMENT 
KEEPS BACTERIA COUNTS LOW 


We wish you a joyous 
Christmas and a New 
Year overflowing with 
Happiness and Pros- 


Werthan Bag Corporation 
NASHVILLE, TENNESSEE 


ILLINOIS 

William Monier, Princeton, has pur- 
chased a one half interest in the Hauter 
& Russell feed store, Tiskilwa. 

Kuykendall grocery and feed store, 
Marion, opened for business, November 
14, with Norman Pulley as manager. 

Walter Tendick has leased the Schim- 
mel building, Pittsfield, and plans to open 
a feed store. 

Jess Voth, Cartage, has moved his feed 
store to Paloma. 

L. K. Magill has opened a hatchery 
and feed and hardware store at Palestine. 

Christman Milling Co., Christman, has 
installed a new feed mixer. Walter Daily 
is proprietor. 

Farmers Elevator Co., Pleasant Plains, 
has added a feed grinding and mixing de- 
partment equipped with the latest ma- 
chinery. F. W. Hagen is manager. 

Donald Hutchinson has purchased a 
half interest in the Powers Elevator & 
Feed Co., Cambridge. 

Graymont Cooperative Association, 
Graymont, is constructing a new feed 
mill. 

Joy Feed Mills, Joy, is building a new 
addition to its plant. 

NEW GLF MANAGER 

James A. McConnell, formerly head of 
the Buffalo branch of the Cooperative 
Grange League Federation Exchange, has 
been appointed acting general manager 
of the organization, to replace H. E. 
Babcock who has asked for a leave of 


Better Built Bags Ay 


A sincere personal wish for a swell 


holiday season and a lot of happiness 
to make this Christmastime the best 


ever for you and yours. 


‘AR CADY” 


absence to rest and travel. 


rom wus 


to YOU 
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Dr. Hardy Joins Syntha 
As Vice President 


Dr. A. Eugene Hardy has been elected 
vice president and assistant director of 
sales for the Syntha Products Corp., 
Dayton, Ohio. 

Dr. Hardy possesses a wide range of 
experience in chemistry and health work 
which he will utilize to full advantage 
in his new connection. He is a graduate 
veterinarian and served in numerous 
capacities including professor of bacteri- 
ology and biochemistry, Cincinnati Vet- 
erinary college; supervisor of meat in- 
spection, Detroit city health department, 
Detroit, Mich.; director of the bureau of 
food and sanitation, West Virginia state 
health department, Charleston, W. Va., 
and cereal chemist and manager of the 
feed department, Charleston Milling Co., 
Charleston, W. Va. 

Dr. Hardy also took a post graduate 
course in bacteriology and biochemistry 
in the University Clermont, Clermont- 
Ferrand, France. The Syntha Products 
Corp. manufactures Syntha-Mixer which 
it markets to the feed trade. 


e L. A. HENDERSON has been ap- 
pointed by the Blatchford Calf Meal Co., 
Waukegan, IIl., to represent the firm in 
the southern Wisconsin and _ northern 
Illinois territory. Mr. Henderson has had 
many years of experience in the feed 
business and was formerly associated with 
Purina Mills, Inc., St. Louis, and more 
recently with the Cudahy Packing Co. 
BIG CUSTOM TRADE 

Stanley Bruemmer, Bruemmer Bros., 
Algoma, Wis. reports the installation of 
a new hammer mill. “With this new 
grinder added to our mixer,” he says, 
“we find ourselves doing an excellent 
business in mashes and dairy feeds. We 
have also ground in the neighborhood of 
8,000 bushels of wheat for farmers this 
fall and are having wonderful results on 
the flour, a fact that is due to the ex- 
cellent quality of the wheat we are 
receiving.” 
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To the feed jobbers and dealers 


throughout the country we extend 


our hearty good wishes for a Merry 


Christmas and a bountiful measure 


of prosperity for the New Year. 


OYSTER SHELL PRODUCTS CORPORATION 
New Rochelle, N. Y. St. Louis, Mo. London, England 


OUTSTANDING DEALERS 


ENDORSE ARMOUR FEEDS 


@“We take this opportunity to thank you for 
the excellent cooperation you have given us 
in handling Armour’s Tankage, Meat Scraps, 
Bone Meal, which we have handled continu- 
ously both here and at our Kansas City plant 
for over a quarter of a century. We know that 
Armour’s products and service cannot be ex- 
celled. We hope to continue handling Armour 
feeds as long as we are in the business.” 

A. R. HOLLCROFT, Manager 
Feeders Supply and Manufacturing Co., Omaha, Nebraska 


For information, write to 


ARMOUR ano COMPANY 


ANIMAL FEED DEPARTMENT 
UNION STOCK YARDS CHICAGO, ILLINOIS 


ration. protein elements. 
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SUPPLY DEPOT: DING 
OPEN DAY AND N IGHT 
Armour Feeds put on finer ae 
finish at less cost se? 
Armour’s Digester Tankage 
Highly digestible and palatable- 
Light, mealy, high in protein con- 
tent. Less than 3% fibre- Puts sound : 
fiesh on in less time- 
Armour’s Meat and 
Bone Scraps 
Dairy cattle give more milk and g 
| drop stronger calves when fed this 
: 


EMPLOYMENT BUREAU 


A pli tary, ta eial service— 
address your inquiries to The Feed Bag 


POSITIONS AVAILABLE 
Salesman, full or part time, to sell ideal non- 
competitive side line product handled by estab- 
lished dealers. Live wire can make real money. 
Refer to No. 1161-A. 


Feed Salesman to sell line of commercial feeds 
to dealers and feeders. Must have successful 
sales record in some agricultural line which 
provides good farm background. Age 27 to 38 
preferred. Salary and bonus. Refer to 1062-A. 


Feed Sal n for cial feed manufac- 
turer who has developed line of concentrates 
for poultry, dairy and hog feeds. Desires serv- 
ices of live-wire experienced salesman for Ohio, 
Michigan, West Virginia and Virginia. Salary 
and expenses. Give full details about self in 
first pia experience, etc. Refer to No. 
1064-A. 


POSITIONS WANTED 


Sales promotion manager seeks opportunity 
to build business for ambitious feed manufac- 
turer. Thoroughly experienced in all phases of 
advertising and merchandising. Good record 
and references and willing to prove worth to 
new employer. Age 30, married, two children. 
Refer to No. 1261. 


Feed or flour salesman with 20 years experi- 
ence and excellent references. Acquainted with 
trade in Ohio, Indiana and Michigan. Age 48, 
married. three children. Refer to No. 1262. 


Experienced Salesman wants position in feed 
industry. Good producer with excellent refer- 
ences. Prefers Wisconsin, Illinois or Indiana. 
— 86, married, no children. Refer to No. 
1162. 


Manager or Assistant for retail feed business. 
Experienced in and knowledge of wholesale and 
retail selling, feed mixing, buying and man- 
agement. Willing to start at bottom and prove 
worth. Prefers position in Minnesota or neigh- 
boring state but willing to work anywhere. 
Age 42, single. Refer to No. 1061. 


VC Bags You Get 


~NEEDED PLANT-FOODS 
~EXTRA MINERALS 
~ABUNDANT MAGNESI 


= 
4 


growing. 


4 


plants. 


every bag. 


EAST 


ITROGEN .. The kind and quantity to 
give the crop a quick start and keep it 


HOSPHORIC ACID .. Ample Super- 
phosphate to boost the yield. 


OTASH .. To insure healthy, vigorous 


AGNESIA . . Sufficient to insure that 


mixtures are non-acid forming. 


XPERIENCE .. 35 million tons back of 


Agents Wanted 


VIRGINIA-CAROLINA CHEMICAL Corp. 


ST. LOUIS, ILL. 


2 
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Chains Now Feeling Effect 
Of Legislation 


(Continued from Page Twenty-five) 


tion is reducing its cost in an effort to 
meet chain prices more effectively. With 
the first appreciation of the success of 
chain methods, the more alert independ- 
ents began to copy their operating prac- 
tices and methods. They cleaned up the 
interior of their stores, painted up the 
exterior of their buildings, freshened up 
their stocks, bought on a hand-to-mouth 
basis, improved the appearance of their 
help, displayed their merchandise more 
attractively and reevaluated their sery- 
ices more carefully in the light of the 
desires of the consumer. 

At the same time groups of retail mer- 
chants, particularly those in the grocery 
and drug trades where competition was 
stiffest, joined hands, put up some cash 
and by organizing retailer-owned coop- 
erative chains eliminated any further 
need of the service wholesaler in the 
purchase of much of their stock. Whole- 
salers, not to be outdone, called their 
retail customers together and organized 
wholesaler-controlled or voluntary chains 
and proceeded to help improve the mer- 
chandising activities of these retailers 
and thus improve their operating ex- 
penses. 

The wave of legislative enactments 
which started with the first chain store 
law in 1927, it is safe to say, was original- 
ly suggested by some interested group 
of distributors or business men. This orgy 
of national and state legislation will con- 
tinue as these same and other groups of 
business men ask more and more protec- 
tion for each other. Legislation of the 
type which is now being passed tends to 
crystallize present business practices and 
make them law. Furthermore, it leads 
to higher operating costs. 


Separate Milk Vitamin G 
In New Process 


Development of a new process for 
crystallizing and separating vitamin G, 
the growth promoting factor of milk, has 
been announced by the Borden Co. 

The part bearing vitamin G, it is point- 
ed out, is so minutely distributed in the 
watery portion of milk that 100,000 
pounds of whey contain less than an 
ounce of pure material. Concentration of 
this watery portion results in a thick 
liquid exceptionally high in growth pro- 
ducing quality as compared to natural 
milk. 

At the same time the isolation of the 
vitamin G factor was developed a means 
of discovering whether a product has 
been depleted in this substance or to 
what extent it is present is reported to 
have been discovered. 

It is predicted that this discovery will 
lead to the actual measurement of vita- 
min G content in every bag of feed as it 
is now possible to determine the amount 
of protein and other ingredients. Thus 
far the system of testing has been devoted 
chiefly to milk but it is believed that it 
can also be applied to other food and 
feedingstuffs. 
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e JOHN B. YEAGER, well known feed 
man of Wilkes Barre, Penn., died recent- 
ly after a long illness. 


e A. D. BENNETT, Stratton Grain Co., 
and J. Walter Rice, both of Milwaukee, 
left December 7 for Florida. Mr. Bennett 
will return after two weeks while Mr. 
Rice will remain for several months. 


e NUTRENA MILLS, INC., Kansas 
City, Kas. has appointed F. C. Old as di- 
rector of research. Mr. Old is a graduate 
of the University of Missouri. He has 
served in various capacities including 
poultry specialist of Purdue, Kansas State, 
Nebraska, Oklahoma and Louisiana State 
universities. He also served for a time in 
the poultry marketing department of the 
United States department of agriculture. 


Good News 
For Feed Dealers 


are three new products 
you'll want to stock. There is a 
steady all-year demand for them— 
and a nice profit for you on every 
bag you sell. 


Hen- Dine 
Chick - Dine 


The two new iodized calcium supplements 
for poultry—one for growing and mature 
birds, the other for chicks. Fed like ordi- 
nary shell, they provide the necessary cal- 
cium together with the correct amount of 
iodine to insure maximum digestion and 
most complete utilization of all feeds. The 
results are more rapid growth, higher vi- 
tality, earlier production of eggs and market 
birds, longer laying periods, more eggs, 
better shells, and increased profits. 


AY row- He ad 
INSOLUBLE GRIT 


Made from pure flint, the hardest and most 
efficient insoluble poultry grit on the mar- 
ket. Available in chick, hen and turkey 
sizes. 

And, lest you forget, our regular products 
are No. 4 Calcium Carbonate Flour, Elec- 
tro Calcium Carbonate, Iodized Calcium 
Carbonate, Shellmaker in chick, hen and 
turkey sizes, and Cal-Carbo. 


Write today for samples and prices 


CALCIUM CARBONATE CO. 


43-A East Ohio Street 
Our mills are located at the following cmpenient 
shipping points: Carthage, Mo.; Ste. 


r, o. 
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Chicago, Illinois 


You get the equivalent of pure, 
unfiltered sunshine when you use 
ARCTIC Cod Liver Oil in your 
mashes. It is biologically tested and 
guaranteed as to its VITAMIN A 
and D potency, and will give com- 


Cop LIVER OIL 

For Poultry and Livestock 
ae plete protection at levels of 2 to 
1 per cent. 


Book what you need now and order out in single drums as needed. 
Price 63 cents per gallon, f.o.b. Milwaukee. 


LA BUDDE FEED & GRAIN CO. 


GRAIN & STOCK EXCHANGE ee MILWAUKEE 


MINNESOTA 


You can increase your flour sales 
by recommending 


MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
® 
Let us include MINNESOTA GIRL 
FLOUR in your next car of 
@ Queen Wheat Feed 
@ Cherokee Pure Bran 
@ Cherokee Middlings 


WIRE US FOR PRICES 


MINNESOTA 


GUARANTEED 


CAPITAL FLOUR MILLS, INC., Minneapolis,.Minn. 


COMPLETE IN AMINO ACIDS 


A substitute for Dried Milk Products in mixing feed for poultry and farm animals 


RYDE’S ORGANIC MINERALS 


BETTER GROWTH AND RESISTANCE AGAINST DISEASE 
Write for more information and prices 


5425 W. ROOSEVELT RD. 
RYDE COMPANY CHICAGO, ILL. 


Ryde’s Cream Calf Meal—The Cream Quality Calf Meal 


e37e 
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Order a Mixed Car of 
Golden Loaf Flour 
= 2 The flour with the Vim and Pep left in 
-| Bran and Middlings 
= % —Higher in Protein— 
2\ TENNANT & HOYT Co. 


LAKE CITY, MINN. 


When in the Market: 


For Poultry Wheat — Feed Oats— 
Wheaty Barley —Feed Barley — 
Corn— Feeding Screenings. 


Write or wire for quotations. 


IAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


in grein end feeds” |e 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF BRANCH 
BUFFAL MIDDLETOWN, N. Y. 


F EED JOBBERS 


Also Representing: 
THE HUBINGER COMPANY, Keokuk, Ia 
ROSENBAUM BROTHERS, Chicago, Ill 

VANDERSLICE-LYNDS CO., Kansas City, Mo 
FAIRMONT CREAMERY CO., Omaha, Neb Cond 
L. C. NAISAWALD & SONS, INC., New York City 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa Oyster Shells 
NATIONAL OATS CO., Cedar Rapids, Ia Oat Products 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal.............-.------ Alfalfa Leaf Meal 
HEALTH PRODUCTS CORPORATION CLO-TRATE Concentrated Cod Liver Oil 


Corn Germ Meal and Gluten Feed 
Grain 


Milo and Kaffir 
d and Dried Buttermilk 
Blackstrap Molasses 


PRINTED 
BAGS 
INDIVIDUALITY 


ALL BAGS VACUUM CLEANED 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


USED 


BURLAP 


AND 


COTTON 
BAGS 


TWINE 
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@ GENERAL COMMODITY CORP., 
Buffalo, N. Y., has opened new and dis- 
tinctively furnished offices on the fourth 
floor of the Buffalo Chamber of Com- 
merce building. 


oe 


e RALPH LINDNER, sales representa- 
tive for the Nowak Milling Co., Ham- 
mond, Ind., in the Pittsburgh, Pa., dis- 
trict passed away recently after suffering 
a stroke. He was 56 years old and en- 
joyed a legion of friendships and ac- 
quaintances in the trade. 


ANOTHER GAIN 

Farmer’s cash income from the sale of 
farm products in September amounted to 
$754,000,000 or 16 per cent more than in 
September last year. For the first nine 
months of 1936, the farmers cash income 
from farm marketings aggregated $5,224,- 
000,000. This was a gain of 18 per cent 
over the total for the first nine months 
of last year. 


WHAT HENS EAT 

One hundred hens not laying, accord- 
ing to the observations of H. H. Alp, 
extension poultryman, college of agricul- 
ture, University of Illinois, will consume 
approximately 19 pounds of feed a day; 
100 hens laying 50 per cent will eat 
around 24 pounds, and 100 hens laying 
70 per cent require about 26 pounds a 
day. “This evidence that high egg pro- 
duction lowers feed costs,” he explains, 
“is ample reason for giving the poultry 
flock proper care and management.” 


CEREAL 


GRADING CO. 


MINNEAPOLIS 
Specialize in 


GOOD 
CORN and OATS 


For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 
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Rusy Accepts State Post 
Gets Big Send Off 


B. F. (Ben) Rusy, county agent from 
Sturgeon Bay, Wis., who was a speaker 
at the annual convention of the Central 
Retail Feed association in Milwaukee 
last June, has been appointed assistant to 
the director of extension of the Univer- 
sity of Wisconsin. 

During his service in Door county he 
won the hearts of the farmers and on the 
event of his departure they gathered 
3,000 strong in the new county garage to 
bid him farewell. He was presented with 
many gifts and a book bearing the in- 
scription: 

“To our friend, Ben Rusy, whose en- 
during loyalty and wise counsel made 
Door county a better place in which to 
live.” 

Mr. Rusy, among other projects which 
he supported, was a strong advocate of 
4H club work and it was on this subject 
that he addressed the Central convention 
last June. 


@ ALVIN PALMER, Linesville, Pa., has 
purchased an interest in the Linesville 
Coal, Lime & Cement Co. The company 
which is under the management of Mr. 
Palmer’s father, B. E. Palmer, will be 
operated henceforth as the Palmer Feed 
Co. 


a 


@ RAYMOND KELLEY, manager, Si- 
monds Grain Co., Orwell, Vt., recently 
underwent an operation for appendicitis. 


PHONE US for... 


MILLFEEDS 

LINSEED OIL MEAL 
SOY BEAN MEAL 
ALFALFA MEAL 
DAIRY FEEDS 

HOG FEEDS 

MIXING INGREDIENTS 


i Waterloo Mills Co. 


WATERLOO, IOWA 


MORE PROFIT for YOU 


Build Sales and Profits by selling what people need. Farmers 
need Security Food. 


IT SAVES THE MILK TO SELL 


$2.25 worth of Security Food saves $12.00 worth of milk. 


NO OTHER FOOD LIKE IT 


Not like bulky calf mieals or old fashioned poorly balanced milk substitutes. 
Security Food is a scientific, concentrated well balanced food. It contains 
vitamins A. B. C. D. E. G., Cod Liver Oil, Milk, Yeast and Iodine. 
This nutritious, economical food promotes growth, prevents disease and 


builds strong bones and straight backs). THE MODERN FOOD FOR 
YOUNG CALVES AND PIGS. 


Our salesmen will work for you among the farmers, introducing Security 
Food. You'll be surprised and pleased at the success of our plan in building 
sales. We also advertise directly to your customers. 


Write for information about this Modern Food. 


SECURITY FOOD CO. MINN. 


All poultry rations should include liberal quantities of DAIRYLEA DRIED 
SKIM MILK. Also good in all rations for calves, poultry and swine. Carried 
by principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOCIATION, Inc. 


11 West 42nd Street — New York, N. Y. 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


EXCELSIOR 


MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 
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CLASSIFIED 


Service department for our read- 


ers. Low Rates: 


25c per line; 
minimum $1.00. 


BUSINESS FOR SALE 

Grocery Store, Flour, Feed, Coal, Tile, Seeds, 
Grain, Feed Grinding and Mixing business, also 
modern up-to-date home with furnace heat and 
running water. Entire business and home com- 
bined under one overhead. Price reasonable. 
— a CL-118, c/o THE FEED BAG, Milwaukee, 

is. 


FEED MIXER FOR SALE 
Vertical Feed Mixer with or without 3 h.p. 
motor for sale. Write G. J. LOWERY, 926 
E. 30th Street, Kansas City, Mo. 


SALESMAN WANTED 
Full or part time. Ideal side line for feed or 
fertilizer salesman as does not compete. Sales 
made to established dealers. A permanent propo- 
sition, exclusive territory. A live-wire can make 
real money at this. Write P. O. Box 4838, Wau- 
kesha, Wis. 


KEEP POULTRY HEALTHY 
UNIVERSAL YEAST Added to your laying 
mashes corrects digestive disorders. Aids the 
digestive process and helps control diseases. In- 
creases hatchability. Rich in vitamins B and G. 
Manufactured by RICE LABORATORIES, INC., 
Dassel, Minn. 


TRUCK SCALE FOR SALE 
15 ton 9’x18’ platform scale. First class shape. 
Will sacrifice. Write DK-116, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—fioor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 
Three combination feed and grocery stores. 
All doing nice business. Located in good dairy 
country. Write Western Supply Co., Sparta, Wis. 


FEEDS AND FEEDING 

You should have the latest edition of Feeds 
and Feeding by Prof. F. B. Morrison. Contains 
300 pages more than former copies, including an 
entirely new chapter on proteins, minerals and 
vitamins. No person engaged in producing or 
handling feeds can afford to be without it. Only 
$5.00 per copy. THE FEED BAG, 741 No. Mil- 
waukee Street, Milwaukee, Wis. 


USED MACHINERY WANTED 
Will buy used corn cracker and grader, small 
electric or hand operated platform elevator, 6” 
hex rope drive pulley, 16” or 18” rope drive 
pulley—WILLIAMS BROS., Menomonie, Wis. 


e ROELF HATCHERY and feed store 
has opened for business at Clarence, Ia. 
e R. E. BUHR who recently purchased 
the Joseph Novak feed mill, Manly, Ia., 
has installed a feed mixer. 


@¢ JOHN CAMPBELL and John VEST 
have opened the Manning Feed Co., 
Manning, Ia., for business. 


INDIANA 

Ura Seegar, Marshfield, operator of 
four grain elevators, was chosen as a 
member of the Indiana senate from his 
district in the November election. 

Dunnington Grain Co., Dunn, has been 
dissolved as a partnership and is now 
being operated as the Grau Grain Co. 

Ralph H. Schinbeckler has been ap- 
pointed manager of the Raber Coopera- 
tive Co., Raber, to succeed Royal D. 
Clapp who recently purchased elevator 
facilities at Columbia City. 

Gray’s Hatchery, Mulberry is building 
an elevator and will install a corn sheller 
and cleaner. 


@ YOUR LAYING MASHES 
NEED UNIVERSAL YEAST 


It corrects digestive disorders, aids the digestive 
process, and helps control diseases. 


Rich in Vitamins B and G. 
Manufactured by 


RICE LABORATORIES, INC. 


Dassel, Minnesota 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A.L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


Winona Attrition 


1009 West Fifth St. 
Winona, Minnesota 


Mill Co. 


Manufacturers 
Corn Crushers & Crackers 
Attrition Mills 
Magnetic Separators 
Runner Head Rebuilding 
Parts and Repairs 
Speed King Burrs 


For All Makes of Attrition Mills 


— DEMON — 
ROLLED OATS —— 


SWEETENED OAT MILL FEED 
CORN & OAT REPLACER 


Des Moines Oat Products Co. 


Des Moines, Iowa 


DAKOTA MILLING CO. 


Mixed or straight cars 
MILL FEED ...FLOURS 


815 Chamber of Commerce 
MINNEAPOLIS, MINN. 


» FOR FEED CALL « 


“‘Stormy’’ 
IOWA FEED CORP. 


Phone 45177. Des Moines, Iowa 


CORN ¢ OATS © WHEAT ¢ BARLEY 
MULLIN & DILLON COMPANY 


RELIABLE GRAIN MERCHANTS 
MINNEAPOLIS 
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In A Horry? 


Save time and money by sending your 
trucks to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


THOUSANDS of hatcheries and 
feed dealers are using Universal 
Cardboard Feeders to help build 
business. You can now offer 
your customers a 24-chick 
capacity feeder at the price of a 
package of chewing gum—and 
every feeder can carry your 
advertisement. Sanitary—saves 
feed—allows all to have full 
feeding capacity. Brings new 
customers in and the old ones 
back. Millions have been used. 
Patented in U. S. and Canada. 
WRITE US ABOUT THIS 

SENSATIONAL FEEDER 
GENERAL DISTRIBUTING CO. 
BOX A EWTON, KANSAS 


MOEBIUS 
PRINTING 
COMPANY 


PRODUCERS OF THE 
FINEST IN PRINTING 
CREATORS OF PRINTED 
ADVERTISING That SELLS 
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MICHIGAN 


Yale Elevator Co., Yale, has increased 
its capital stock from $20,000 to $40,000. 

Copemish Elevator Co., Copemish, has 
added a new office and salesroom to its 
plant. 

Harry Hopper, Howard City, is build- 
ing an addition to his feed plant and will 
install a hammer mill. 

Peoples Elevator Co., Elwell, is con- 
structing a new feed mill. W. W. Bron- 
son is manager. 

C. R. Bailey Co., Laingsburg, which 
has been in business for many years has 
incorporated with a capital stock of 
$50,000 and will henceforth operate as 
the Bailey Products Co. 


DAVE and MAX SCHUSTER 


Wish You a 
Merry Christmas 
and a 


Happy and 
Prosperous 


New Year 


CAPE COD INN 


Specializing in Sea Food, Delicacies, Steaks, Chops 


Grain & Stock Exchange ...... Milwaukee 


SYNTHAMIXE 


Name derived from ‘‘Synthesis’’: The 
putting of things together to form a 
whole or combination. logs 


TAKES THE HEADACHE 
OUT OF FEED MIXING 
TROUBLES 


HERE’S WHAT FEED DEALERS 
AND FEEDERS SAY ABOUT 
SYNTHA-MIXER 


FEED MIXER 


“ro ev 
HOWELL & CO. 


MINNEAPOLIS, MINN, 


DAISY BATCH FEED MIXERS 


The finest batch mixers on the market. 
Horizontal type. Capacity 1%4 to 2 tons 
per batch. Loads, mixes, discharges and 
sacks a ton batch in 12 minutes. Small 
power required. Only 3 H. P. on 1-ton 
size. Exceptionally compact. Floor level 
loading hopper. Motor or belt drive. 
Write us for complete information and 
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| | low factory-to-user prices. 


R. R. HOWELL & CO. 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


THIS | 
Jacobson Ajacs 
Grinder 


Will put real profit in your feed 
grinding business. Many users say 
it is the fastest grinder in its power 
size regardless of price. 


Two sizes: 20-30 or 3040 HP. 


Belt or direct 
motor driven. 


Send for our 
new mil: 
machinery 
catalog 
FREE 


A.E. Jacobson Machine Works, Inc. 


Sales Office: 405 4th Av. S. 
MINNEAPOLIS, MINNESOTA 


DENVER 
ALFALFA 
MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 


Milling & Products Co. 
LAMAR, COLO. 


Merchants Exchange: 
ST. LOUIS 
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@ Syntha Mixer sure has taken the head- 
ache out of our feed mixing business. We 
are starting out very well this year and will 
use considerable more next year, as we 
have a lot of confidence in Syntha Mixer. 
—Peter V. Olk, Munith, Mich. 


@ Our results from Shur-Profit Hog Sup- 
plement containing Syntha-Milk have been 
very satisfactory both as a pork producer 
and a preventive, if not a cure, of necro.— 


Uhl-Snider Milling Co., Connersville, Ind. 


@ We are well satisfied with Syntha Mixer 
and the good service you are always willing 
to render.—Alexander Bros., Osgood, Ohio. 


@ For some time past it has been my per- 
sonal opinion that most of our trouble is 
due to nutritional or vitamin deficiency and 
that the only way our ever-increasing pul- 
let mortality can be checked is for us to 
feed a vitamin balanced ration such as 
Syntha Milk provides——Millard’s Hatchery 
& Egg Farm, Orgonia, Ohio. 


@ We feel that we can recommend Syntha- 
Mixer to our customers with complete con- 
fidence. We have enough Syntha-Mixer for 
a while but will order before our stock is 
depleted —Burroughs & Parr, Indianapolis, 
Ind. 


When you use Syntha-Mixer for- 
mulas your feeds will have — auto- 
matically — the correct amount of 
dried milk proteins, plus the right 
amounts of cod liver oil, iodine, iron 
and 99 per cent pure yeast. 


Let Us Send You the Facts 


Syntha Products Corp. 
DAYTON, OHIO 
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RIEBS VIEW 


Vol. 4, No. 12 


December, 1936 Milwaukee, Wis. 


i hat pour Christmas may be 

most enjovable and the... 

New Gappy and Properous 
is our sincere wish to you. 


Published Monthly by The Riebs Co., Milwaukee 
MALTSTERS AND GRAIN MERCHANTS 


Season’s 


Greetings 


Wholesale Flour & Feed Merchants, since 1900 


Quality, Value, Satisfaction 
Plus 
A Fair Price 


BRONCO 
GROUND GRAIN 
SCREENINGS 


14% Protein, 6% Fat, 15% Fiber 
Packed in new 100 Ib. Jutes 


Any Quantity ¢ Any Shipment 


Write or wire today, for quotation 
delivered your station 


J. A. FORREST COMPANY 
MINNEAPOLIS, MINN. 


Clears Millfeed Oat Products Screenings 


wi 


PULVERIZED 
LIMESTONE = 


FEED 


Milled Millers 


MARBLEHEAD LIMESTONE GRITS. 


MARBLEHEAD 


Calcium Carbonate Factor 


for Feed Mixes-Mineral 
Mixes- Dairy Feeds 
For feeding on the range or with 
roughage Scientifically processed 
under most modern methods to pro- 
vide the highest quality and most 
economical lime ingredient for your 
mixes. Safe to use —safe to stock—in 
our special 100 lb. and 50 lb. machine- 
sewed multiple wall BRANDED bags. 


Write for samples and prices. 


For Heavy-Shelled Eggs 
Strong - Boned Chicks 


Just try this famous brand, and con- 
vince yourself. Special high calcium 
limestone from our well known shell- 
formation quarries in Hannibal, Mo. 
No waste — no shatter dust — hard 
edges — evenly sized. Turkey to Chick 
sizes. Packed in 100 lb. Osnaburg bags. 
Write for samples and prices. 


Try MARBLEHEAD LIME RATION 


MARBLEHEAD LIME CO. 


160 No. LASALLE ST. - - 


CHICAGO, ILL. 


e426 


You'll like the Nicollet... 


because you have a choice of 600 spacious, 
sunlit rooms with deep luxurious beds, soft 
water for bathing; because you'll _ receive 
thoughtful, convenient service; because you'll 
enjoy the excellent foods served in the beau- 
tiful Minnesota Room and in the smart Coffee 
Shop; because everything possible is done to 
make your stay pleasant. 


NICOLLET HOTEL 


MINNEAPOLIS 
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@ Dependability is one of the big reasons 
behind CLO-TRATE’s popularity. This 
concentrated source of Vitamins A and D 
produces splendid results day in, day out, 
winter and summer. 


The reason for this is its uniformly high qual- ‘ain, a P 
ity. CLO-TRATE is made from carefully 
selected and tested materials of highest Meare, 1936 
grade. It is standardized on chicks to pro- 
duce definite results when added to poultry 
rations at our recommended level. It is also ave 
ed 
tested on rats to check the uniformity of 
You can depend on CLO-TRATE. Try it 
and you will find out first hand that what Pty ' =] 
h h id about i Tp om A a 
these feed manufacturers have said about it a cor 
is true. 
ae 4 
Way 4 
‘es 


HEALTH PRODUCTS CORPORATION 
MANUFACTURERS OF COD LIVER OIL CONCENTRATE PRODUCTS 
NEWARK, N. J. Dept. 3-M CHICAGO, ILL. 


+ 
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pealt® proauct> corporattom i 
his North Stee 
gentiemen* 
we nave peen cio-Trete gn our 
reeds for the past rive years with very satis~ 
factory results: we consider qt whe pest con- 
cod oil che markets ; 
3 yours very truly» 
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feos ae 
A 
; 


FLOUR 


HE quality of wheat governs the quality of 

flour. It takes the best wheat to make the 
best flour and King Midas is proud of its facilities 
for buying and storing the finest wheat available. 
We operate hundreds of country elevators, strat- 
egically scattered throughout the spring wheat 
belt, together with millions of bushels of grain 
storage capacity at Minneapolis and Hastings. As 
a result, we are always assured of a source of sup- 
ply from which to choose just the type of wheat 
necessary to maintain the constant, neverfailing 
quality of King Midas flour. 


“The Highest Priced Flour in 
America and Worth All It Costs’’ 


KING MIDAS FLOUR MILLS 


MINNESOTA 
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